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End of Calendar Year 1944 1945 





Total Income - - - = $7,519,350.52 $7,971,831.20 


G ROWTH 


Admitted Assets - - $44,983,763.09  $49,134,430.10 





| 
Policyholders’ Surplus = $3,553,973.43 $3,826,927.75 


Insurance in Force - $147,424,735.00 $155,848,547.00 


Actual to Expected 
Mortality - - 46.45% 43.43% 


Net Rate of Interest 
Earned - - - 3.16% 3.03% 


On July 2, 1946, this Company will celebrate its 40th 
anniversary. Since organization it has paid or credited 
nearly $100 million to policyholders, beneficiaries and 
annuitants, which is more than 104% of the premiums 
collected. 


THE MIDLAND MUTUAL LIFE 


Insurance Company 
Columbus 16, Ohio 
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REPORT FOR 1945: 
EW life insurance paid for aggregating $78,412,196 was Our favorable experience with Federal Housing Adminis- ani 
the greatest in the history of the Company. tration insured loans continues. Since 1935, we have com- the 
Insurance in force had a record increase of $57,569,656 to pleted foreclosure on 57 FHA loans out of 36,256 FHA loans 1948 
$740,588,698, an all-time high. purchased. amc 
Assets increased $35,837,558.11, or 12.32%, to $326,781,- Loans in foreclosure numbered 23, representing $77,880.50 core 
145.68, crossing the three-hundred-million-dollar mark for the of which 18 in an amount of $61,674.00 were FHA’s. Am 
first time. No reserves on insurance or annuity contracts are based sho 
3.44% net was earned on net assets compared with 3.43% on_an interest assumption higher than 3%. ” 
in 1944. Insurance, accidental death and total disability reserves na 
Payments to policyholders and beneficiaries totaled $23,- were established at $188,038,269, an increase of $11,741,600. of 9 
260,879.24, including $4,772,844.21 dividends. Total annuity reserves are carried at $63,708,876, repre- pa 
The Company enjoyed very favorable mortality experience senting an increase of $8,095,300. A voluntary increase of rese 
despite the casualties of war. From Pearl Harbor to the end $300,000 in these reserves has been made. Also Immediate RA 
of 1945, the Company paid 479 war claims, aggregating Annuities’ issued in 1945 were placed on a 2% interest basis. - 
$1,493 ,820.08. _ Acontinuation in 1946 of the generous dividend scale in use $7.2. 
For the fourth consecutive year no bond in the statement in the three preceding years has been announced previously. Indu 
was past due as to principal or interest. During the Victory Loan in December, we borrowed $7,- = 
The market value of our bonds was $117,904,804.60 which 500,000 from correspondent banks in anticipation of premium "1 
: was $4,177,326.09 or 3.67% more than book value. income to buy U. S. Government bonds. This liability item 046,7 
The Company’s preferred stocks, all cumulative as to divi-” is described as “U. S. Bond Purchase Contracts Payable.” nary 
dends, had a market value of $11,250,717 which was $1,179,- Surplus was increased by $1,783,752.46 at the end of 1945 ad 
412.11 in excess of book value. Two issues were in arrears. to $15,817,944.69, including a $2,000,000 contingency reserve. 8.7% 
A market fluctuation reserve equal to the excess of market On request, a list of the Company’s securities will be sent. $222. 
value over book value of preferred stocks and one perpetual TI 
bond issue has been established. ELBERT S. BRIGHAM, President + 
96th ANNUAL STATEMENT OF FINANCIAL CONDITION—December 31, 1945 
ASSETS LIABILITIES 
; ; i Policy Reserves: 
Cash on Hand and in Banks $ 1,949,795.53 a . $188,038,269.00 “a 
Bonds: Annuity 63,708,876.00 Feb. 
U. S. Gov’t—Direct or Guaranteed $ 50,527,760.00 Policy Benefits left for future peal 
State and Municipal—U. S. 6,757,787.82 Income Payments __26,130,202.00 $277,877,347.00 May 
Public Utility 48,241,866.73 Policy Claims: ) eee July. 
as ee ee n Process of Settlement 649,72. Aug 
Dominion, Provincial, Municipal Not Reported (estimated) 270,000.00 1,485,934.59 Set 
Canada 2,186,689.12 . , ae —————————— Oct. 
’ : " Policyholders’ Deposits: No; 
Industrial and Miscellaneous 6,063,424.14 = 113,777,497.81 Dividends Left at Interest 8,452,885.71 Dec 
Preferred Stocks at market Future Premiums Discounted 6,346,966.55 14,799,852.26 
quotations 11,250,717.00 Provision for 1946 Dividends 4,806,474.22 i 
\ ; ; U. S. Bond Purchase Contracts Feb. 
Mortgages, First Liens: Payable Easy 7,504,375.13 Mar, 
City, insured by FHA . 136,851,401.70 Provision for Federal and Other -: 
Other City 30,410,454.87 ; Taxes - re 790,772.12 June 
ie . Agency and Investment Items in July 
Farm biel fthc 9,579,555.99 176,841,412.56 Process a ee hs 844,200.87 Aug. 
Se, oe ee Pension Reserves—Home Office and Oct. 
Under C f Sal 1,325,618.92 Agents ira 1,059,381.00 Nov 
nder Contract of Sale 325,618.92 Other Liabilities ................. 565,432.39 =. 
Home Office Properties -... 678,001.00 ale Torat Liasmities ....... $309,733,769.58 
a cee 726,898.47 2,730,518.39 Reserve for Market Fluctuations - Jan. 
Loans on Company’s Policies ...... 13,756,675 .09 Preferred Stocks and Perpetual Ad 
Premiums Receivable 3,926,419.96 Bond ‘ wae ae 1,229,431.41 Apr. 
\ dI IR 679 19 Surplus to Policyholders (including May 
Accrued Interest and Rents 2,208,577.12 contingency reserve of June 
Other Assets 339,532.22 $2,000,000.00) 15,817,944.69 Aug. 
Torat Apmittep Assets $326,781,145.68 Totar LraBiLities AND SuRPLUS $326,781,145.68 Oat: 
Bonds and Stocks are included ized or other v ae ; — eens Nov 
Commissioners. Securities carried at $230,154.00 'n he above starcmnent are deresiond ich, Sere ee oa 
NATIONAL LIFE Suu EoMkence VERMONT — [i 
COMPANY MONTPELIER a _. 
my 8 May | 
PURELY MUTUAL . : ; ; : ‘ ‘ ; : : . ESTABLISHED 1850 June 
—— July 
Aug. 
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‘5 Sales Up 4.9%; 
Dec. Record Better 
by 15.3%; LIA Finds 


Ordinary Gain Is 12.6%; 
Industrial Down 3.1%, 
Group 21.3% 


New life insurance for 1945 showed 
an increase of 4.9% over the amount for 
the preceding year, and for December of 
1945 an increase of 15.3% over the 
amount for the preceding December, ac- 
cording to Life Insurance Association of 
America. For 1945, ordinary insurance 
showed an increase of 12.6%, industrial 
a decrease of 3.1%, and group was down 
21.3%. 

The statement is based on the figures 
of 93 companies having 66% of the total 
new paid-for life insurance in all legal 
reserve Companies. 

For 1945, the total new business was 
$9,796,467,000 against $9,335,993,000 in 
the preceding year. Ordinary totaled 
$7,21 1,373,000 against $6,404,518,000. 
Industrial amounted to $1,477,446,000 
against $1,524,535,000. Group was $1,- 
107,648,000 against $1,406,940,000. 

The December new business was $1,- 
046,732,000 against $908,127,000. Ordi- 
nary was $671,770,000 against $545,173,- 
000, increase 23.2%. Industrial was 
$152,631,000 against $104,422,000, increase 
8.7%. Group was $222,331,000 against 
$222,532,000, decrease .1%. 

The monthly new paid-for business 
figures for the last three years are 
shown herewith: 

(Last Three 000 Omitted) 


1945 
over 
1943 1944 1945 1944 
$ $ $ % 
Ordinary 
Jan, 389,065 494,059 559,753 13.3 
Feb. 396,266 517,041 555,820 7.5 
Mar. 496,854 565,705 644,207 13.9 
Apr. 505,276 523,278 628,107 20.0 
May 475,695 547,638 642,978 17.4 
June 493,293 592,133 604,378 2.1 
July 493,467 530,345 586,572 10.6 
Aug 468,651 521,010 531,718 2.1 
Sept 455,760 472,354 496,941 5.2 
Oct. 486,227 545,712 646,377 18.4 
Nov 504,361 550,070 642,752 16.8 
Dec 508,857 545,173 671,770 23.2 
5,673,772 6,404,518 7,211,373 12.6 
Industrial 
Jan. 137;649 121.0901, 129:934: —&.¢ 
Feb, 133,643 131,108 123,130 —6.1 
Mar 151,817 137,811 145,258 5.4 
Apr, 143,324 124,535 136,537 9.6 
May 143,413 136,127 132,102 —3.0 
June 135,778 125,183 120,720 —3.6 
July 126,398 112,395 108,777 —3.2 
Aug. 122,302 115,490 96,921 —16.1 
Sept. .. 123,529 111,226 98,583 —11.4 
Oct. ... 134,054 134,171 125,640 —6.4 
Nov. .. 121,320 124,976 113,496 —9.2 
Dec. .. 154,287 140,422 152,631 8.7 
1,617,508 1,524,535 1,477,446 —3.1 
Group 
Jan. 93,818 190,145 64,376 —66.1 
Feb, 90,689 62,597 60:212. —-8:9 
Mar 130,390 88,179 103,202 17.0 
Apr. . 124,983 126,479 95,334 —24.6 
May .. 154,406 136,333 86,588 —36.5 
June 143,888 125,675 108,308 —13.8 
July 131,599 80,220 101,558 26.6 
Aug. 89,168 110,319 59,147 —46.4 
sept, 112,707 64,796 85,850 32.5 
Oct. 132,778 97,910 75,936 —22.4 
Nov. 129,670 101,755 44,806 —56.0 
Dee. S90.685 323,562 939931 - —1 
1,727,731 1,406,940 1,107,648 —21.3 
Total 
Jan. . 610,526 $15,295 747,853 —8.3 
Feb. . 620,598 710,746 739,162 4.0 
Mar, 779,061 791,695 892,667 12.8 
Apr. . 773,583 774,292 859,978 11.1 
May 773,514 820,098 861,668 5.1 
June 772,959 842,991 833,406 —1.1 
July 751,464 722,960 796,907 10.2 
Aug. 680,121 746,819 687,786 —.79 
Sept. 691,996 648,376 681,374 5.1 
Ot. 753,059 777,793 847,953 9.0 
Nov 755,351 776,801 800,981 3.1 
Dec, 1,056,779 908,127 1,046,732 15.3 
9,019,011 9,335,993 9,796,467 4.9 


, following V-J day. 


Plus Signs Abound in 
New Annual Statements 


The life company annual statement 
reports that are now coming through 
in large numbers contain splendid ti- 
dings all along the line. New life in- 
surance sales in practically all companies 
were well ahead of 1944 production and 
in a number of companies the 1945 
volume sets a new all-time high record. 
The gain in insurance in force in many 
companies was the largest in amount 
and percentagewise of any previous 
year, and the lapse-surrender ratio 
reached such a low figure that a few 
years ago would never have been 
dreamed of. The mortality results were 
uniformly good despite the fact that 
the number and amount of war deaths 
— higher than during the previous 


ea 

The decline in interest yield last year 
in most companies was measurable only 
a couple of places to the right of the 
decimal point. 

Many companies reported that last 
year they invested substantially in pre- 
ferred stocks. Government bond hold- 
ings naturally continued to increase. 
Perhaps percentage- wise the proportion 
of government bonds in life insurance 
company portfolios is now at a peak. 
With the end of the war the patriotic 
motive to invest in government bonds 
becomes less compelling and these is- 
sues will have to compete on a cold 
factual basis with other investment out- 
Jets in the estimate of company execu- 
tives. All the companies seem to have 
made handsome gains last year through 
the sale of various securities at prices 
above what was paid for them, or at 
which they were carried on the books. 

The companies were able to make 
splendid increases in surplus but before 
doing that many companies applied a 
good portion of earnings to fortifying 
reserves, particularly on annuities and 
under settlement option funds. 


AETNA LIFE 

The premium income of the Aetna 
Life companies last year was $254,147,- 
274, an increase of $12,686,400 for the 
year. The premiums in Aetna Life itself 
were $180,818,931. 

Assets of Aetna Life increased $112,- 
124,051 to $1,152,901,151. 

Holdings of government bonds for the 
group are $608,561,305, an increase of 
more than $165 million for the year. 

Of the assets of Aetna Life, 45.5%, 
amounting to $525 million, is invested in 
government bonds. Investments in other 
bonds at $305 million, or 26.5% of assets, 
are down $33 million. Investments in 
stocks at $76 million, or 6.6% of assets, 
are up $11 million. Mortgage loans 
amount to $146 million, or 12.7% of as- 
sets, and are down $1 million. Policy 
loans at $41 million are down $3 million 
and amount to 3.6% of assets. 

In the ordinary department new life 
insurance was $188,866,227, 16% more 
than in 1944, Ordinary in force increased 
$88,071,615 to $2,075,765,070. 

New insurance on group life and em- 
ploye plans amounted to $220,280,657. 
Such insurance in force shows a sharp 
decline of $636,250,569, due to the cut- 
back of employment in war industries 
Insurance in force is 
now $3,444,055,402. 

Annuity premiums were $34,817,727 
and A. & H. $37,446,219. 

Net interest rate earned in the life de- 
partment was 3.16% against 3.17% in 
1944, 

In the participating department $3,- 
386,822 has been set aside for payment 
of dividends to policyholders in 1946. 

The company has applied $10,596,295 
to strengthen its reserve basis on life 
and annuity contracts.. Surplus increased 
$5,244,836 to $45,007,346. The contin- 


gency reserve increased $15% million to 
$59,900,000. Capital, surplus and con- 
tingency reserves total $119,907,346. 


BUSINESS MEN’S ASSURANCE 
Life insurance in force of Business 
Men’s Assurance increased from $198,- 
033,022 to more than $225 million last 
year. Income increased from $13,803,194 
to more than $16,344,500. Assets in- 
creased from $42,963,641 to $49,422,722. 
Surplus to policyholders is $4,029,358, 
which is a gain of more than $460,000. 
A dividend of $2.50 per share payable 
to stock of record Jan. 15, was declared. 


CONNECTICUT MUTUAL LIFE 
Substantial gains during 1945 are an- 
nounced by President Peter M. Fraser 
of Connecticut Mu- 
tual Life in the 
100th annual report 
of the company 
and jn his first re- 
port as president. 
Payments to pol- 
icyholders and ben- 
eficiaries amounted 
to $33,872,413 
which is 11.2% 
greater than in 





1944. Dividends of 
$6,966,196 bring 
the total benefits 


for the year over 

the $40 million 

mark, 
(CONTINUED ON PAGE 25) 


N. Y. Deedee 
Sponsors Guertin 
Bill with Changes 


A modified version of the Guertin bill 
has been introduced as an insurance de- 
partment measure in the New York legis- 
lature. 

It differs from the standard version in 
the following respects: Use of a higher 
interest assumption for non-forfeiture val- 
ues than for policy valuation will require 
the superintendent’s consent and the com- 
pany’s assent to a plan which will provide 
equity for withdrawing policyholders. 
While the superintendent could, under the 
proposed statute, give his consent without 
exacting any such conditions, it is regarded 
as inconceivable that he would fail to re- 
quire them. For example, a company might 
be required to have a plan for paying sur- 
render or withdrawal dividends. These 
would not be guaranteed, as a guarantee 
would eliminate the value of the differen- 
tial from the company’s standpoint. 

A maximum interest assumption rate for 
policy valuation of 3% instead of the 342% 
maximum in the standard Guertin bill. This 
will result in higher minimum permissible 
reserves. 

A requirement that the annual statement 
disclose any higher reserves than those 
specified in the policy even though these 
extra reserves are voluntarily set up. Also 
that the statement show in a schedule all 
payments in excess of those required under 
the policy, whether by reason of a differ- 
ential for voluntary extra reserves. 

Omission from the policy of the Guertin 
law’s requirements that the basis of com- 
puting reserves be set forth in the policy. 
This was regarded as too complicated for 
insured to understand. The policy is to 
state merely that the values are not less 
than those required by the New York law. 

However, the basis for the adjusted 
premium reserve must be filed with the 
policy. 

The law would become effective Jan. 1, 
1948 as a requirement and may be adopted 
at any time before that. 


Peter M. Fraser 


Guertin Wins 
Prize of Insurance 
Teachers Group 


Cleveland Gathering 
Sets Attendance Record 
—Kulp President 


NEW OFFICERS ELECTED 

President—C. A. Kulp, University 
of Pennsylvania. 

Vice-president — J. A. Fitzgerald, 
University of Texas. 

Secretary-Treasurer — C. A. Kline, 
University of Pennsylvania. 

New member executive committee— 
J. M. Breen, Lumbermen’s Mutual 
Casualty, Chicago. Holdover members 
—F. G. Dickinson, University of Illi- 
nois, (immediate past president); C. 
M. Parry, Metropolitan Life, New 
York; J. E. Hedges, Indiana Univer- 
sity. 


By JAMES C. O'CONNOR 


A. N. Guertin, Chicago, actuary Amer- 
ican Life Convention, was awarded the 
Elizur Wright insurance literature prize 
of the American Association,/of Univer- 
sity Teachers of Insurance at the con- 
clusion of the meeting in Cleveland last 
week. The award, which is made annu- 
ally for the best insurance writing during 
the past year, and includes a cash stipend 
of $250, was the climax of the first 
meeting of the association since 1941. 

The meeting broke all records for at- 
tendance and the full and timely pro- 





4 


F. G. 


Dickinson A. N. Guertin 
gram met with the approval of every- 
body. Dr. C. A. Kulp, University of 
Pennsylvania, the new president, ar- 
ranged the meeting im his former capac- 
- as vice-president. Both he and Prof. 

G. Dickinson, University of Illinois, 
ia outgoing president, received many 
compliments on the fact that the insur- 
ance teachers’ group drew the largest at- 
tendance of any of the educational bodies 
meeting at the same time, including the 
more publicized American Statistical 
Association and American Economic 
Association, to which many of the in- 
surance professors also belong. 


Will Meet in December 


This was officially the 1945 meeting 
of the group, which usually meets in 
December along with the other organ- 
izations. President Dickinson an- 
nounced that the 1946 meeting will be 
held in December and it is hoped that 
the association will be able to resume 
annual meetings on a regular basis from 
then on. 

The conditions of the Elizur Wright 
prize permit the asseciation to skip an 
award during any year in which, in its 

(CONTINUED ON PAGE 13) 
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C. aT Cover Makes 
Some Guesses as 
fo Court Holdings 


Lincoln Nat'l Counsel 
Puts Magnifying 
Glass on PL 15 


CLEVELAND — The 


prediction was 


made by Clyde J. Cover, in addressing 
the annual meeting of the American 
Association of University Teachers of 


Insurance here that the U. S. Supreme 
Court will uphold state tax and licensing 
statutes if they can be demonstrated not 
to be discriminatory against insurers of 
other states; that it will uphold statutes 
excluding a type of business regarded as 
inimical to public welfare, provided no 





Cc. J. COVER 


discrimination is shown in favor of resi- 
dents interested in the same type of 
business and that it will also uphold 
statutes regulating reserve, investments, 
agents and other aspects of the business 
provided foreign insurers are not placed 
as to them in a disadvantageous po- 
sition, 

Mr. Cover is assistant general counsel 
of Lincoln National Life. 

The speaker examined public law 15 
sentence by sentence with a magnifying 
glass and produced a lengthy critique 
that will be read with much interest by 
students of the big question of the hour 
when it is printed. Mr. Cover skipped 
many portions of the manuscript in giv- 
ing his talk. 


Should Attempt to Frame Laws 


One of his conclusions is that much 
difficulty will be experienced in form- 
ulating state legislation that completely 
parallels the Sherman, Clayton and fed- 
eral trade commission acts. However, 
this should not discourage the states 
from attempting to formulate such legis- 
lation because these acts are for the 
most part evocable by the federal trade 


commission and federal district attor- 
neys. 

These officials, in the face of the 
declaration of Congress that the state 


shall have power to regulate and tax 
insurance, he predicted, will not be over- 
zealous and technical in their enforce- 
ment. 

Although relief after Jan. 1, 1948 from 
the application of the Robinson-Patman 
act is not clearly provided for in public 
law 15, the states should nevertheless 
enact parallel laws in the hope that 
Congress will eventually amend PL15 

(CONTINUED ON PAGE 26) 


HeNATIONAL UNDERWRITER 


Weis Vets Among N. Y. Life Nineonenee 








Managers and assistant managers re- 
cently returned from the armed forces 
to New York Life are pictured with 
Dudley Dowell, vice-president, as they 
attended a refresher course in agency 
management at the home office. 


They are, with present position and 
rank while in the armed forces, left to 
right, Jack P. Murphy, assistant man- 
ager Washington, D. C., coast guard 
first class petty officer; James E. 
Brickett, manager Montana _ branch, 
army major; John S. Gaines, assistant 


manager northern New Jersey branch; 
Robert E. 


Out to Break All 
Records at Omaha 
for Midyear Parley 


OMAHA—The local leaders prepar- 
ing for the midyear convention here of 
the National Association of Life Under- 
writers expect that this will be the larg- 
est such gathering ever held and they 
are striving to see that the entertain- 
ment is unsurpassed. Including those 
attending the sales congress March 16, 
some expect that the total attendance 
may reach 1,500. Lee Wandling, Equi- 


table Society, is general chairman, hav- 
ing been appointed by Lee J. Gillis, 
president of the Omaha association. The 


Omaha Chamber of Commerce is coop- 
erating enthusiastically. Committee 
chairmen are: 


List Committee Leaders 


Arrangements, E. L. Smith, National 
Life & Accident; C.L.U., Will F. Noble, 
New England Mutual; committee meet- 
ings, Paul C. Kaul, Connecticut Mutual; 
company meetings, L. J. Marcotte, 
United Benefit; entertainment, Paul V. 
Cottingham, Mutual Life; finances, Nor- 
val S. Pierce, Metropolitan; general 
agents and managers section, Ned G. 
Patrick, Massachusetts Mutual; housing, 
Winslow M. VanBrunt, National Life; 
publicity, Sam B. Starrett, Jr., Guaran- 
tee Mutual; sales congress, Harmon S. 
Jones, Penn Mutual; ticket sales, Frank 
A. McDevitt, General American; wom- 
en’s division, Elsie Colston, Union Cen- 
tral. 


Ill. N. W. Mutual Men to Meet 

The Illinois Association of Northwest- 
ern Mutual Agents, which discontinued 
its annual meetings during the war, will 
hold its first victory meeting at the Jef- 
ferson Hotel, Peoria, Feb. 

On the program from the home office 
will be Elgin Fassel, associate actuary; 
Grant L. Hill, director of agencies; J. 
P. McDonald, agency secretary, and L. 
J. Evans, assistant director of agencies. 
Also on the program will be John Jami- 
son, Chicago general agent. 


4-5. 


Dye, assistant manager Oak- 


and Richard Stewart, asso- 
for- 


jand, Gal.; 
ciate manager Golden Gate branch, 
mer navy lieutenants. 

Mr. Dowell; John O. Cullen, assistant 


manager Golden Gate branch, former 
lieutenant commander; James D. Dun- 
ning, training supervisor Pacific divi- 
sion, and William A. King, assistant 
manager Washington, D. C., former 
navy lieutenants; Clark C. Gearhart, 
manager Lincoln branch, New York 
City, former lieutenant commander, and 
Gilbert L. Schultz, assistant manager 
Oregon branch, former coast guard 
lieutenant. 


“Flying Squadron” 
to Report on NSLI 


A “flying squadron” sponsored jointly 
by the National Association of Lite Un- 
derwriters and the Veterans Administra- 
tion will embark on a 10,000-mile tour 
to bring information on NSLI and other 
veterans’ benefits to life underwriters 
and guests in 25 cities in February and 
March. 

The team will be composed of Vaughn 
W. Summers, Charles K. Reid, II, and 
Paul L. Williams, war veterans, and 
now regional insurance officers for VA. 
Before the war Mr. Summers was with 
Lincoln National in Washington, Mr. 
Reid with Connecticut General in Phila- 
delphia and Mr. Williams with Pruden- 
tial in Washington. 

To Hold Seminars 

They will present 3'%4-hour seminars 
before gatherings of key veterans’ or- 
ganization and industrial leaders. 

The tour was arranged and the semi- 
nars prepared under direction of Donald 
F. Barnes, director of the N.A.L.U. di- 
vision of veterans’ affairs. 


New Department of Revenue 
in Mo. Approved by House 


JEFFERSON CITY, MO.—The sen- 
ate by a unanimous vote passed a bill 
creating’ a separate department of rev- 
enue for collection of all state taxes, li- 
censes and fees, which is expected to 
receive little opposition in the house. 
The measure is the backbone of reorgan- 
ization of executive departments of the 
state government which is made manda- 
tory under the new constitution ap- 
proved by voters in 1945. 

As originally presented by the senate 
ways and means committee, the bill pro- 
vided for a streamlined government with 
all power centralized in the governor, 
but the senate amended the measure to 
take some power from him and grant 
the senate the right to pass upon ap- 
pointments of subordinate officials in the 
new department. 
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Agents i in National 
A. & H. Association 
Voice Desires 


To Tell Companies What 
They Want—New 
Financial Setup Adopted 


By FRANK A. POST 


The outstanding event of the mid-year 
meeting of the National Association of 
Accident & Health Underwriters in 
Wichita was the emergence of the per- 
sonal producers as an articulate group, 
Ordinarily there have not been very 
many of them at the National associa- 
tion meetings, outside of those from the 
convention city, and this was the first 
time they had been given special recog- 
nition on the program. ’ 

The first afternoon, while the man- 
agers and general agents were holding 
their separate session, a meeting, open 
to agents only, was scheduled on the 
general theme: What should agents re- 
ceive from managers ard companies? 
C. M. Barricklow, Business Men’s As- 
surance, Ponca City, Okla., was chair- 
man. At the scheduled time more than 
80 people crowded into a room which 
was expected to take care of about half 
that number, all of them intensely in- 
terested, as evidenced by questions and 
comments. 


Committee to Draft Recommendations 


There were several topics that kept 
coming to the surface as the ones of 
greatest interest to the agents, and at 
the conclusion of the session a commit- 
tee composed of David H. Stein, Pacific 
Mutual Life, Denver, chairman; Mr. 
Barricklow, Rolf R. Noll, Mutual Ben- 
efit Health & Accident, Kansas City, 
Mo.; Louis H. Gilles, Postal Life & 
Casualty, Kansas City, Kan.; S. A. 
Hemphill, Great Northern Life, Enid, 
Okla., and Margaret E. Olson, North 
American Life & Casualty, Minneap- 
olis, was named to draft recommenda- 
tions on these topics and submit them 
to the agents’ group at another meeting 
after the main convention session the 
next afternoon, 

At that adjourned meeting the com- 
mittee presented a draft of several tenta- 
tive recommendations to the National 
association and the companies but sug- 
gested that no definite action be taken 
at that time; that the committee be con- 
tinued to contact other agent-members 
of the National association who were 
not in attendance and get their ideas, 
and have its recommendations ready for 
presentation in definite form at the 
Denver convention next June. It is felt 
that by that time it will be possible to 
get the agents better organized in sup- 
port of a program which meets with 
their general approval. 


Attendance Better Than Expected 


The Wichita meeting was regarded as 
being a most successful gathering. The 
official registration was around 270, 
which was higher than most of the Na- 
tional association executives had ex- 
pected. Railroad facilities for getting to 
Wichita from the east and east central 
sections are not too good, but the com- 
paratively small attendance from _ the 
larger cities was counterbalanced by 4 
flood of small-towners from Kansas, 
Missouri, Oklahoma and other nearby 
states. It reflected the active wor 
which has been carried on this year by 
R. J. Costigan, Business Men’s Assut- 


ance, Kansas City, national president, 
and E. H. Mueller of Milwaukee, man- 
(CONTINUED ON PAGE 12) 





cours 
throu 
servic 
sidies 
traini 
men’s 
Un 
know 
traini 
iness 
from 
show 
traini 


Pay | 


Adi 
the st 
in tra 
gap | 
eran 
receiv 

Un 
depen 
the-jo 
a suf 
eralls 
while 
receiv 
more 
erans 
Public 
for 0 


pende 
the ac 
amout 
pay h 
a spe 
An 
eran ¢ 
V.A., 
of $1: 
tified 
of tra 
would 
ployer 
less t 
salary 
the Ve 
ferenc 
from 
The 
of the 
job al 
There 
gram 
ployer 
and tl 
Encou 
The 
ages ¢ 
the in 
for tre 
or me 
memb 
grams 
they ; 
Parent 
approy 
gram 
State | 
erans 
The 
tainin; 


hat 


ted 


id-year 
tion of 
ters in 
le per- 
group, 
1 very 
ssocia- 
ym the 
ie first 
recog- 


man- 
iolding 
, open 
on the 
nts re- 
panies? 
’s As- 
chair- 
e than 
which 
ut half 
ely in- 
ns and 


lations 


t kept 
nes of 
and at 
ymmit- 
Pacific 
> Mr. 
| Ben- 
City, 
wife & 
S. 
Enid, 
North 
nneap- 
nenda- 
them 
eeting 
yn the 


com- 
tenta- 
itional 
t sug- 
taken 
e con- 
mbers 
were 
ideas, 
dy for 
it the 
is felt 
ible to 
nN sup- 
; with 


d 


ded as 
. The 
d 270, 
1e Na- 
d= ex- 
Hing to 
-entral 
 com- 
n the 

by a 
‘ansas, 
nearby 

work 
ear by 
Assuf- 
sident, 
, man- 





February 1, 1946 


LIFE INSURANCE EDITION 








VA On-the-Job 
Iraining Pushed 
in Insurance 


G.I. Bill Entitles 
Vet to Subsidies 
While Training 


The Veterans Administration is push- 
ing installation of on-the-job training 
courses for veterans in insurance offices 
throughout the country to provide ex- 
servicemen the substantial 
sidies to which they are entitled while 
training for a job under the Service- 
men’s Readjustment Act. 


salary sub- 


Under Public Law 346, commonly 
known as the GI Bill, war veterans in 
training in insurance or any other bus- 


iness are entitled to supplemental pay 
from the V.A., providing their employers 
show evidence that they have a definite 
training program for veteran-employes. 


Pay to Close the Gap 


Administration officials point out that 
the supplemental pay offered to veterans 
in training is designed to help close the 
gap between the actual amount a vet- 
eran is receiving and the salary he will 
receive after he is fully trained. 

Under the GI Bill, a veteran without 
dependents working in an approved on- 
the-job training program is entitled to 
a supplemental income from the Vet- 
erans Administration of $65 per month, 
while a veteran with dependents may 
receive $90. No allowance is made for 
more than one dependent. Disabled vet- 
erans who fall under the provisions of 
Public Law 16 draw the same amounts 
for on-the-job training in addition to 
any other pensions or allowances they 
may receive from the government. 


Vet Receives Differential 


A veteran will not necessarily receive 
the maximum amount allotted to his 
class. His income from the V.A. is de- 


pendent upon the differential between 
the actual salary he is receiving and the 
amount his employer pledges himself to 
pay him when he completes training for 
a specified job. 

An example would be a married vet- 
eran entitled to $90 per month from the 

.A., who was receiving an actual salary 
of $150, and whose employer had cer- 
tified that his objective salary at the end 
of training would be $250. The veteran 
would receive the full $90 until the em- 
ployer raised his actual salary to within 
less than $90 of the objective. If the 
salary were raised to $200 per month, 
the veteran would draw only the dif- 
ference between $250 and $200 or $50 
Irom the government. 

There are no limitations upon the size 
of the office which may obtain on-the- 
job allowances for veterans in training. 
There may be 100 veterans in the pro- 
gram or just one, so long as the em- 
ployer has had the program approved 
and the veteran is certified. 


Encourage Blanket Approval 


rhe Veterans Administration encour- 
ages Companies and organizations within 
the industry to obtain blanket t approval 
for training which would cover branches 
or member offices. However, branch’ or 
member offices must have their pro- 
sfams approved in the states in which 
they are located, no matter where the 
Parent office may be. The power of 
approval of an on-the-job training pro- 





gram lies jointly with the individual 
state and the local branch of the Vet- 
frans Administration. 


The procedure for drawing up and ob- 
taining approval for a job training pro- 
(CONTINUED ON PAGE 142) 


N.W. Mutual Veterans in Refresher 








MILWAUKEE 
men from 18 states, who have returned 
to resume their careers with Northwest- 
ern Mutual Life, comprised the class of 
the fifth veterans’ refresher course held 
at the home office here for five days. Ar- 
rangements were in charge of Harold 
Gardiner, who recently returned from 
five years’ army service and is now edu- 
cational director. Formerly he was asso- 





ciated with the Russell Law general 
agency at Oklahoma City and later at 


Baltimore since 1924. 


The men came from as far west as 


Forty-three service- 


California and as far east as Maine. 
The course is sponsored jointly by the 
company and its general agents. 

Speakers at the various sessions held 
mornings and afternoons are officers and 
supervisors from the agency, underwrit- 
ing, medical, secretarial and claims de- 
partments who cover subjects relating 
to their divisions. 

President M. J. Cleary addressed the 
opening session and was the banquet 
speaker; Grant L. Hill, director of agen- 
cies, appeared on the opening and closing 
sessions. 





Life Companies Report on 1945 Results 





New Bus. New Bus. 1945 Ine. 1944 Ine. 

1945 1944 in Force in Force 
Jefferson Standard Life ........... 70,031,519 60, 097, 01 46,532,339 
Midland Mutual Life ............ 12,455,500 : ( 8.423. 812 


Minnesota Mutual Life 
Monumental Life 
Northwestern National 
Pan-American Life 
State Farm Life 


71,901,006 
54,680,119 
51,788,032 

39,907 
34,108,208 





40,562,377 
19,104,592 
29,366,425 42,3 

24,572,662 29, 302, 397 
24,106,285 3,110, 601 
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The Game 


An original feature of 


One of these 


at his case, and by 


+ 





a recent educational conference 
our Joseph H. Reese Agency in Philadelphia was based on 


the ancient gladiatorial custom of tossing ’em to the lions. 


An underwriter would be invited to step forth and tell all the 
details of his writing an actual case. 
his true story, what he had said, and what he hadn’t said, the 
other attending underwriters listened to the technique of that 
sale (or uncompleted sale) and then in turn ventured their 
individual opinions of what might have been done. 
a field day for the lions, it seeméd a bit rough on the gladiators 


who so gamely gave their inside stories. 


“e ° 

confession men, 
taken it with a smile, then proceeded to make a second try 
taking the 


closed the sale, a $20,000 business insurance case. 


Apart from his final winning, he had the satisfaction of 
having contributed to the working out of an ingenious way of 
making a program for an educational conference. 


THE PENN MUTUAL LIFE INSURANCE CO. 


JOHN A. STEVENSON 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 





Lion Wins 


of 


While the gladiator told 


Although 


” William B. Snyder, having 


advice thus obtained, actually 
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Blunt, Nay Retire; 
Many Monarch 
Life Men Promoted 


James W. Blunt has retired as vice- 
president, and Carlton E. Nay as secre- 
tary of Monarch Life and a number of 
new officers were elected and supervis- 
ory promotions made. 

Succeeding Mr. Blunt and Mr. Nay 
as directors are Roswell C. Laub, vice- 
president and agency manager, and John 
H. Miller, vice-president and actuary. 

Gurdon W. Gordon, Jr., recently re- 


turned from military service, is ad- 
vanced from assistant secretary to sec- 
retary. 

Clyde B. Gordon, recently returned 
from naval service, is now agency as- 
sistant and manager of conservation. 
Previously he was agency secretary. 
Helen J. Berryman, who has been assist- 
ant agency secretary, is advanced to 


Gordon Grady is now 
Pre- 


agency secretary. 
supervisor of comptroller division. 
viously he was assistant supervisor. 

Horace B. Horton becomes middle- 
western field supervisor, Thomas M. 
Sharp, agency assistant, Fred H. Hen- 
nig, educational director, W. R. Christ- 
mas, assistant actuary and James S. 
Bulkley, associate counsel. 
Blunt Former Commissioner 

Mr. Blunt has been a vice-president of 
Monarch Life since 1929 and Mr. Nay 
has been secretary since 1926. Mr. Blunt 
at one time was insurance commissioner 


of Maine. He was the head of the 
agency operations for many years. 
Gurdon Gordon, Jr., attended Wes- 


leyan University. During the war he 
saw service in the European theater. 

Clyde Gordon attended Brown Uni- 
versity. In the navy he was a lieutenant 
serving as an anti-submarine officer in 
the Atlantic and Mediterranean. They 
are sons of Gurdon Gordon, vice-presi 
dent and general counsel of Monarch 
Life. 

Mrs. Berryman joined Monarch in 
1936 as secretary to the Springfield gen- 
eral agent. She later became office 
manager and in 1942 was transferred to 
the home office agency department. 

Mr. Christmas, a native of Montreal, 
graduated from McGill University in 
1929. He has been with Sun Life of 
Canada. He is a fellow of the Actuarial 
Society of America and American In- 
stitute of Actuaries. He served in the 
Canadian navy during the war as a lieu- 
tenant commander. 

Mr. Bulkley graduated from Yale and 
Harvard law school. He has been en- 
gaged in the practice of law at Spring- 
field and for the past eight years has 
been associated in that practice with 
Gurdon Gordon, Sr. 

Mr. Hennig, the new educational di- 
rector, attended New York University 
school of commerce and had trust com- 
pany and selling experience. He started 
with Monarch as an agent at Hartford 
and since last September has been at the 
home office. 

Mr. Horton, 


until recently, was at the 


head office of Continental Assurance 
and before that was agency organizer 
for the Gifford Vermillion agency of 


Mutual Life at Chicago. He graduated 
from Lake Forest College and has been 
in insurance work since 1927. His head- 
quarters will be at his home at Harvey, 
Ill., and he will look after 15 offices in 
11 states. This is a new position for 
Monarch Life. 

Mr. Sharp graduated at University of 
Pennsylvania. He has had considerable 
insurance educational experience, having 
taught at New York University, Univer- 
sity of Pennsylvania and University of 
Missouri. He was with Aetna Life. 


Luckham Rejoins Cal. Department 

LOS ANGELES—Donald: Luckham, 
recently discharged from the navy as a 
commander, will return to the California 
insurance department as administrative 
assistant in the Los Angeles office, as- 
signed to administrative duties. 
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Gravengaard Now #dwards Agency ( YOngress Stillman’s Record — 
s J 
Managing Editor of D l Effecti Pl as Banker Shows 
. Talks by agents of the R. S. Edwards interest in and affection for the Chicago s 
H. P. Gravengaard has been appointed general agency of Aetna Life in Chicago ‘ organization. W. Paul Stillman, whose election as 
managing editor of the Agent’s Diamond at the annual sales congress on their Rudolph LeBoy, who led the agency chairman of Mutual Benefit Life was 
Life Bulletins, succeeding A. R. Jaqua. selling methods demonstrated why the in 1945, stood fourth in Aetna produc- reported in last 
For the past three years Mr. Graven- agency again in 1945 for the second con- tion countrywide and is treasurer of the week’s issue, has a 
gaard has been associate editor of the secutive year led all the Aetna’s agen- Aetna’s nationwide Life Leaders Club, well deserved repu- 
Diamond Life Bulletins, which position cies in this country in new paid life vol- introduced some of those at the head tation for getting 
he will hold in addition to assuming the ume and why several of the agents were table. Mr. Edwards presented plaques to through a vast 
editorship of the Agent’s Diamond Life Sam Berg, who was leader in life pre- amount of work 
Bulletins. Both of these services are miums in 1945 and was fifth in volume with a minimum of 
published by The National Underwriter countrywide; to Ben Sax, second in acci- waste effort. This 
Company, the Diamond Life Bulletins dent and health production countrywide, trait will stand him 
department of which is headed by Abner who led the agency in A. & H., and had in good stead, for 
Thorp, Jr., managing editor, who 68 applications for $2,200 premiums dur- he plans to con- 
founded it 28 years ago. ing December, and to Mr. LeBoy. eet as — 
In the three years that Mr. Graven- ot National State 
gaard has pect as associate editor of Johnny Neblett on Program Bank of Newark as 
the Diamond Life Bulletins, he has be- Johnny Neblett, radio star and a man — a being Mu- 
come a national life insurance figure, who has been thoroughly Aetnaized by pes age chief W. Paul Stillman 
having published numerous books, bro- his friend Al Bluhm, entertained the “— ‘Stills cog 
chures and pamphlets, and speaking be- group with some stories and, incidental- | * i a ye Fe ae 
fore life underwriters in all parts of the ly, spoke in the highest respect of life pel ol eg es y, but maintains a 
country. He is the author of the popu- insurance men who are steering people is wth eg ber toe a Under 
lar D.L.B. business insurance books: into a life of security. "Ss geinsccntae Ma a State Bank grew 
“Sole P ieectediatce: aul ito Kien Arthur Hicks, rotund and jovial agent !™0™m some $9 million of assets when he 
vow ements iol Life “eal from Joliet, a great favorite at all Aetna took the helm 15 years ago to $101 mil- 
ance”: “Close Corporations and Life In- gatherings, again was delegated the ee a ieee: did 
surance”: and “Key Men and Life In- privilege of introducing Mr. Brainard. ee ae a ee , ose who 
“a” fe AES Greatest exponent of the controlled ™ade him president at the age of 33 but 
surance. More than 80,000 copies of : A es erage he also found time to become one of 
the Gravengaard insurance books have type of selling to speak was Mr. LeBoy, the state’s leading figures in banki m5 : 
peat ty who spoke on the “controller,” which is; iaieent: ae ct si nN st ing and 
an hye rt and ened = we pene ti aeaic wee “en pid “= 
ane trol method. Mr. LeBoy reached the ()..°0% Se ae: , 
Recent Publications high production of $1,250,000 new paid tribution to the solution ot the personal 
His most recent publications “How to ordinary life business in one year, and ag raid he snip heaionn This — has 
Preserve Your Partnership” and “How has been a “Regionnaire” for 18 years. — re ee —— eted and 
to Offset the Loss of the Key Man” The controller, he said, has shown 2¢¢ePted, though studies will continue, 
have been widely sold. To round out ROCKWOOD S. EDWARDS him the number of calls he had made Was Close to Management 
this series Mr. Gravengaard now has in per pgp ragged of oo - rela- ie ataa hief é 
preparation “How to Preserve Your hijo . a : tnate individual tion to calls, number of sales in relation — “lect a man as chiet executive 
eraraten hight and “Siawr'te Preserve Right among the Actna’s individual (Qvale and interviews, andthe oppor- Who has never been an officer of th 
Your Close Corporation. : departments. nag A to —_— ” lang sane saiae sddeea Whe relationship lt 
In addition to being a life insurance Three home office executives attended, eo ge ae wn cake ants an Mutual Benefit’s board and management 
writer and speaker, Mr. Gravengaard led by President Morgan B. Brainard, pe ie —* is understood. Unlike many life com- 
is a practical life insurance man, having who spoke at the annual banquet. The aide panies which have boards rather widely 
spent 19 years in the field as a personal others from Hartford were R. B. Cool- Gives December Analysis distributed geographically, Mutual Ben- 
producer and general agent. He is a idge, vice-president in charge of agen- ee : .- efit’s directors are either in Newark or 
graduate of the University of Nebraska, cies, and Carl G. Josephson, underwrit- Thus, in December he made 84 life cose enough to it so that weekly meet- 
and took two years of special study at ing manager at the home office. and nine accident calls, 52 life and seven jnos are practicable. ‘ 
Harvard. His life insurance career be- Planned prospecting, approach, inter- accident interviews, 36 closing life and Mr. Stillman has been a member of 
gan in the agency department of the view and close was the theme, and par- [OUT accident interviews, secured 10 new the hoard for eight years and of the 
home office of Aetna life in 1924. He _ ticularly use of the “estate control” sell- life prospects and three eld accident finance committee for six. The latter 
was sent to Syracuse as a personal pro- ing plan. prospects, made nine life sales and three jneets every week on the day before the 
ducer, then to Boston in the same capac- President Morgan B. Brainard is tra- accident sales. Mr. LeBoy said general directors’ meeting. In view of the close 
ity, and later to New York to attend the ditionally the banquet speaker at the OP!0n 1s. that an agent should close relation of directors to company mat- 
New York University school of life in- Chicago agency’s One sale for each three closing inter- asement, it might almost be said that 
surance. Later he returned to the Aetna January meeting. VICWS. On this basis, he was weak in \fy Stillman has been an officer for the 
home office and established its salce Mr. Brainard closing. He also did not do enough acci- last six or eight years. Moreover, by 
training and educational department. He said that he had dent business. ; ; putting one of their number in as chait- 
wrote the first history of Aetna Life, and caused to be pre- “One week's work will reveal,” he man, the directors have made the re 
produced the Aetna’s first correspon- pared statistics on said, “where you are weak and need lationship even closer. 
dence sales training course. Upon its the 1945 opera- brushing up; whether your prospecting, pra. gales Approach 
completion he established the field train- tions, but with a approach, presentation or close needs : ne , ; 
ing school (of three weeks’ duration) broad grin, said some work. The controller has enabled Despite Mr. Stillman’s financial back- 
which he conducted in leading Aetna that the figures me to run my business instead of having ground, he is not lacking in aggressive- 
agencies. had now gotten it run me. ; : es ness and sales-mindedness. In fact, the 
He ‘whe manolated general asent of so large that he Al Bluhm, a former golf professional accomplishment of building up his bank's 
‘Aetnn Silke ot pioree ty O n ane Re was unable toread who has been a leader in the agency for assets more than ten-fold in 15 years, 
in 1931 became general agent ok aw them and hence, a number of years, gave accident sales even allowing for the effect of recovery 
England Mutual Life at ae whieh would not crowd ideas, saying that to sell a new prospect from the depression, could obviourt a 
eeation he reliaceisl a ict sag: fae 2B Meatnard the _ banquet fes- an accident policy places him on “first have been accomplished by a man with 
‘cin The N ennquished early in 1943 to tivities with such base,” protecting his income and secur- out plenty of salesmanship in his make: 
join The National Underwriter Co. matters. He spoke of his very great (CONTINUED ON PAGE 12) up. He has also shown himself to be 
extremely capable as an organizer and 
FIG in delegating authority rather than at- 
URES FROM DEC. ai, 1945, STATEMENTS tempting to operate the controls with 
his own hands. 
: Increase Surplus to New Increase Prems. Total Benefits Total pay 
ek S.J berodl _ ae te ies — — —— a a Many Favorable Features 
nor ae 807.661 1,737,792 : 115,000,207 8,357,894 i 210° 4 a 937 1 a 668 in Midland Mutual Record 
é é BEES ccocse 20 ORS * . or Faas aerial wage te a die * 
Cohatatuio oe eee mT LR oaieres name cone Midland Mutual Life. reports. a sl 
pace ae Te hy 5:047,067 (3,400,590 176.065.004 12.283°510 6.201.946 3853.03 105: of $8,423,812, bringing the total in force 
Expressmen’s Mutual aesosibe “1'399,343 errors eae gs gr 581,61 87 ‘ = $155,848,547, the largest gain sia 
Equitable Life, Iowa. 24,365,980 14,430,120 744,780,420 596076 24.898.148 - be egy ne fg 1927. The preventable terminations wer 
Great Natl. Life.... 781,229 386,930 3 33 "972,07 38.695. 551.1290 the lowest in history, amounting to only 
Jefferson Standard 18,338,477 18,500,000 470.93 14 164.502 1 79% 
Lincoln Liberty Life. 924,123 739.360 ‘ "209/77 1187280 Tree . oe hne cone Sate 
Midland National 930.785 ; 9'987 1574317 , pete Income from all sources was $7,971, 
echo Life ...... 701009,69 _ £71,338 57 ,428 1,130,399 708,508 831, an increase of $452,481. Death 
Natt Wiaelity Lite. “assiaes ttt pape ees : na Sa 08 claims totaled $952,792, a decrease 0 
Natl. Home Life.... "263.996 ”04'632 eerets + wa et $59,464. Heart disease accounted !ot 
ee eat ee Eee 1,411,970 11,589,106 8.114.776 8.0: 42% of the number of claims and 57% 0 
nso tr wali og pha fn ras res Paveaee 29,410,949 150,919,905 the amount; cancer 10% by number an 
Peoples Life ....... 16,059,600 1,416,512 1,431,961 9% by amount; payments to policyhold- 
emer eens: ** > earcemers 1, 8 ‘oe ers and beneficiaries were $2,283,843. As 
Washington Life... see one 736 2 caress aeeess ey ae ers sets increased | $4,150,667 to $49,134,430 
Western Life ....... 24,312,324 2,900,000 21,211,722 96,573,528 15,158,226 3,160,584 1,002,304 2,933,898 SUTplus to policyholders increased $27% 
JExcludes additions to groups previously written, $241,932,962. pores ; coats 955 to $3,826,928, — 
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Life wil 
General Offices: Chicago, Illinois 
Continental Casualty Company Continental Assurance Company 
Financial Statement—December 31, 1945 Financial Statement—December 31, 1945 
ASSETS ASSETS 
COE oo nese ta ciin yd ones ese cdar cesses ee (rrr rem re. rere 
*United States Government Obligations.... 30,877,616.25 *United States Government Obligations.... 24,253,212.73 
ee Pein Ts. os ie ook canveweess 3,746,584.51 *Railroad Bonds ............ $ 8,283,840.32 
Stillman *Railroad Bonds ............$ 677,008.30 a peeteicdl~ouee-vahiataniah ae 
{0 come *Public Utility Bonds........ 1,380,297.93 seseeeneenenediaaiainaani ain alain 
e. Under *Miscellaneous Bonds ....... 555,832.46 a 7 aa " 
ank grew ht eee Total Corporate Bonds............. 26,425,942.74 
Sonu Total Corporate Bonds.............. 2,613,138.69 * Preferred and Guaranteed Stocks......... 3,793,469.35 
only di "Pectened Gatlin és ces esvvsienn sevens 4,557,444.00 eee ee ppt nega 
wee Nes ioscan chive cane ions 13,056,153.00 a say stag at URSA AarR SIAMESE SASS pyery 
i. isan ad nine aaah ean ed 3,269,679. 
aking oi Mortgage Loans ee a ee 215,947.20 ee ene 2,513,178.04 
her work Administrative Office Buildings........... 2,942,781.19 a | ee reerrr rs 36,525.29 
— bee Premiums in Course of Collection........ 5,196,978.42 Net Deferred and Uncollected Premiums.. 2,717,876.79 
fates < | (Not over 90 days past due) Accrued Interest and Rents and Other 
eted and Accrued Interest and Rents.............. 212,621.81 Gok « 5-6 <4 54 senna nes sowna 352,384.75 
ntinue, WE Wo ees cv aewn kackendewers 158,013.93 . penne 
; ee Mnitted- Agta. oc 2 oreo oasccsea 74,891,930.23 
execalll Admitted Assets ...................$68,899,950.61 
r of the 
ashing LIABILITIES LIABILITIES 
regi | Unearned Premium Reserve..............$15,037.235.96 Statutory Policy Reserves............... .$58,125,885.92 
. . . > i y ‘laj <erv y 5 
or widely eer ee 23,940,007.92 “ nding — a Sevesesecneeserses ye eee 
ual Miscellaneous Liabilities ................ 4,017,255.45 ee mye 
<ly meet: Reserve for United States and Canadian Group Gouin eee Re a Ree , "325,000.00 
“ “ p j INNS: Gin S naa bane 25,000. 
ember of Income Taxes oe Ne aa 790,125.45 General Contingency Reserve............. 1,650,000.00 
dof the General Contingency Reserve............. 7,400,000.00 Capital 2,000,000.00 
2 ¢ ACABFECEAE «ee te eevee eneeeneneeeeneeeeealh -_ 9 . 
a. ee eC Ee EE Pe aR Aa NE ip be 3.946,596.10 
the close I acces eRe a h6'es we 12,715,325.83 —_—____—_. 
td te 4 alae a Canieah: end DORs oa vs seo vciteennnes's 5,946,596.10 
; fora Capital out Bargite...... 26s ccvccccccccees 17,715,325.83 ee “ 
over, by —_—_—_—_ : 4 ‘ ‘ 
as. chat Bias Gacsidaa sradirneniarrianeen $68,899,950.61 SIT spin hin 6k ng Ren RE aay 
- the re 
Po} . é P *Eligible bonds amortized. All other bonds at quotations prescribed 
sal hail ee tes oe Insurance stocks valued — basis of —_ by National Association of Insurance Commissioners. All stocks at 
1 share pital and surplus. All other securities at quotations hacen all aan } sations 
gressive: prescribed by National Association of Insurance Commissioners. SO Te Se ee ae 
oa Insurance in Force as of December 
15 yeats Net Premiums written during 1945... .$42,524,101.07 31, 1945, (‘‘Paid-For Basis’’)......... $539,436,117 
i Increase over 1944 ..................... 4,216,480.89 Renown ON BGG. ow 5 ond enn s waccsa nes 40,797,223 
an with- 
is make- 
If to be 
izer and DIRECTORS 
than at- W. McCORMICK BLAIR *EDISON DICK *NORMAN HOAG °HOWARD C. REEDER 
‘ols with William Blair & Company eee ee Vice President Vice President and Actuary 
d : A. B. Dick Company 
WILLARD N. BOYDEN egeven % ARNOLD B. KELLER ‘J. M. SMITH 
Al . °HARRY W. DINGMAN ee rm agg Racor 
ianlonaguns Viee Preaident and Medical Director Sion «Conautant and. Biretor, haan 
ires ROLLIN. M. CLARK FRANK R. ELLIOTT R. DOUGLAS STUART 
d First Vice President and Secretary seen’ Harris Trust and er a - me Bg ee President, The Quaker Oats Company 
es M. P. CORNELIUS Pg PresiiCompany of Hartford STUART J. TEMPLETON 
3a gail General Counset Vice President and Treasurer T. ALBERT POTTER wearin eruniars 
in force *W. G. CURTIS CHARLES F. GLORE President, Elgin National Watch ROY TUCHBREITER 
‘in since President, National Casualty Company Glore, Forgan & Co, Company President 
ayers “a *Continental Casualty Company only °Continental Assurance Company only 
x to onl} 
| oo The Continental Year Book discloses in greater detail the Companies’ 
rease of operations and financial structure. It will be furnished upon request. 
nted for 
157% ol 
a d e . . 
a Casualty Insurance Fidelity and Surety Bonds : Life Insurance 
843. As 
),134,430. 
ed $272, 





























6 


FeNATIONAL UNDERWRITE 


February 1, 1945 











Women as Policy 
Buyers Are More 
Important 


Life agents may as well become ac- 
customed to selling policies to women, 
Beatrice Jones, 
agency assistant of 
Guardian Life at 
the home office, told 
the Ontario sales 
congress at Toron- 
to, for some part 
of every agent’s 
new life policyhold- 
ers will come from 
previously unin- 
sured persons, and 
the uninsured, 
women greatly out- 
number the men 
who are uninsured. 
She deduced that a 
substantial number of new policyholders 
will be women. 

These uninsured women, she said, in 
most cases will be women who work for 
a living—not because they especially 
want to but because they prefer to work 
instead of starve. They will aim to stop 





Beatrice Jones 








working as soon as economically pos- 
sible, thus making them better life insur- 
ance prospects. 

“They will be valuable clients because 
they will pay high premiums and their 
business will persist. They will, when 
properly sold, be a source of new pros- 
pects by referred leads. They would 
prefer to buy from men simply because 
women are funny that way—and any- 
way there are not enough women agents 
to handle such an enormous potential 
market.” 


Need Knowledge of Women 


Miss Jones warned that to approach 
the woman prospect successfully the 
salesman must understand her. “Be hon- 
est with her. Don’t talk down to her. 
Put your story in non-technical language. 
Don’t try to impress her . there is 
only one sure way a man can impress a 
woman with how smart he is and that is 
by reflecting an awareness of how smart 
she is.” 

“In the life insurance business, woman 
has a peculiarly important place. But for 
women, life insurance as it is known 
today might never have come into being. 
If a man did not have the wish to pro- 
tect his family we really wouldn’t have 
such a wide need for life insurance, and 
if it weren’t for his wife he would not 
have a family to protect. Of all the bil- 
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Insurance in force, Nov. 


Congratulations to the L.I.A.M.A. 


We extend our congratulations to the Life Insurance 
Agency Management Association, formerly the Life In- 
surance Sales Research Bureau and the Association of 
Life Agency Officers; and to Captain Charles J. Zimmer- 
man, U.S.N.R., former Chicago general agent of the 
Connecticut Mutual and past president of the National 
Association of Life Underwriters. 


The L.I.A.M.A. has just announced that one of its 
principal divisions is the newly created one which will 
be concerned with institutional matters as distinct from 
There has long been a great need 
for centralizing in one place the activities of the bureau, 
now the L.I.A.M.A., in order to assure complete co- 
ordination of its work with that of other associations 
and organizations in the business. 


The creation of this division, and the election of 
Charles J. Zimmerman, C.L.U., to head this work for 
the L.I.A.M.A., constitute two great forward strides. 
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lions of life insurance owned by the men 
of North America, most of it was pur- 
chased for the benefit of women and 
children. 

“And now the time has come when we 
as an industry must shake off our 
blinders and begin to think seriously 
about women as buyers of life insurance. 
We must concurrently think of them as 
both buyer and beneficiary, but the two 
are not mutually exclusive.” 


Majority Must Work 


She said a recent study of employed 
women in the United States showed 92% 
worked because they had to support 
themselves. The percentage who work to 
avoid boredom is very small. 

The young woman on her first job is 
working to earn her living until she gets 
married. She isn’t a good prospect, for 
she would buy only a small contract, but 
she is worth cultivating because by the 
law of average some women will not 
marry. The successful business woman 
is not hard to understand, Miss Jones 
said. 

She is an important prospecting source 
for the agent writing business insurance. 
There are key-men, but also there are 
key-women in business. 

The woman executive will buy higher 
premium contracts to speed the attain- 
ment of her objective, financial freedom. 
Her business will stay on the books, it 
will persist. 

Agents can and should capitalize on 
the feminine habit of talking. The agent 
can make sure that when his women 
clients and prospects talk about life in- 
surance they be enthusiastic about it, 
the company, and the agent. They can 
be trained to find prospects for the 
agent by this method. 


SS Change May Consist 
Only in Liberalizing Aid 
to State Progrdms 


WASHINGTON—It looks as though 
House ways and means committee con- 
sideration of social security amendment 
may result chiefly in liberalizing federal 
contributions to state public assistance 
programs. Some committee members, 
very influential, indicate they are so dis- 
posed. After taking action along that 
line, they plan to begin consideration of 
tax revision legislation. 

The tentative outline of committee 
action prospects follows an executive 
session of the committee at which mem- 
bers heard Comm. Leonard Calhoun, 
head of the committee’s social security 
study group, summarize the report of 
his group to the committee, approxi- 
mately 1,000 pages in length, which is 
now in process of printing. When 
printed the report will be taken up at 
Ways and means committee meetings, 
and public hearings are expected. 

Among other things, the report is said 
to suggest creation of a government 
actuarial bureau to deal with the num- 
erous problems constantly arising in 
connection with legislation, presiden- 
tial recommendation, and administrative 
action, 

The Calhoun report is understood to 
be factual in character and to contain 
“no recommendations, as such.” How- 
ever, “conclusions” arrived at in the 
study are regarded as virtually tanta- 
mount to recommendations. Comm. Cal- 
houn has said that purpose of his group 
was to paint a factual picture for the 
committee, pointing out what would 
happen or what should be done under 
various circumstances, with reference to 
OASI and other social security prob- 
lems. While the group started out with 
a staff of two actuaries, besides Comm. 
Calhoun, later this was enlarged to in- 
clude specialists on unemployment com- 
pensation and public assistance. 

Pending further consideration of 
OASI problems, if the view of certain 
ways and means members prevails, fed- 
eral grants for public assistance may 
be increased, in view of the rising cost 
of living. More time would thus be al- 
lowed to look over other social security 


matters, it is pointed out, with the pos. 
sibility that the views of government de. 
partments and agencies concerned might 
be reconciled with respect to extension 
of OASI, etc. 

The social security board is reported 
favorable towards liberalization of fed. 
eral contributions to public assistance. 
The Wagner-Murray-Dingell over-alj 
social security bill, which SSB officials 
view with favor, provides for such lib. 
eralization, not limited to the aged, but 
also extended to all needy persons re. 
gardless of age, and disabled persons 
as well as dependent children and the 
blind as under present law. A basis of 
variable federal grants to the states jg 
proposed under which the poorer states 
would not be required to match federaj 
grants, dollar for dollar. 





Rounds Out 30 Years as 
Los Angeles General Agent 


LOS ANGELES—W. 
senior member of Murphy & Mage, Los 
Angeles general agents of Northwestern 
Mutual Life will celebrate his 30th anni- 
versary in that post Friday. He will be 
the honor guest at a dinner given by his 
associates with more than 70-in attend- 
ance, 

At the dinner, Mr. Murphy, who now 
is the dean of general agents and man- 


K. Murphy, 





W. K. MURPHY 


agers in Los Angeles, and who has just 
retired as president of the Life Insur- 
ance Managers Association, will be pre- 
sented a scrapbook containing letters 
and telegrams of felicitation from his 
friends; a scroll memorializing his serv- 
ices, and a scroll signed by all the office 
staff of the agency. 


Started With His Father 


He took charge of the Los Angeles 
office Feb. 1, 1916, following the division 
of the state into two general agencies. 
Since that time the agency has paid for 
$167,800,000 of life insurance, not in- 
cluding annuities. 

Mr. Murphy’s first t 
Northwestern Mutual was signed i 
1901, with the homé office general 
agency, of which his father, Daniel E. 
Murphy, was general agent. His serv- 
ice with the company has been continu- 
ous since that date. 


contract  witlf 





National Underwriter 
Boston Office Is Moved 


The Boston office of THe NATIONAL 
UNDERWRITER has been moved to 80 Boyl- 
ston street, Room 1228, telephone Hub- 
bard 8696. Until now headquarters have 
been maintained at 944 Park Square 
building. William A. Scanlon recently 
assumed charge as vice-president of the 
business affairs of THE NATIONAL 
UNDERWRITER in the New England states, 
with headquarters at Boston. Mr. Scat- 
lon formerly traveled out of Chicago 
several middle western states. 
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N. N.A. L.U. a oa 
Avoid Antagonizing 
U. S. Treasury 


It is inadvisable in this time of 
heavy national tax demands in order to 
meet the huge public debt resulting 
from the war, for life agents to con- 
tinue their efforts to secure adoption 
of the congressional bill that they have 
been pushing for several years to ex- 
empt life insurance earmarked for pay- 
ment of estate taxes from the federal 
estate tax, the Chicago Association of 
Life Underwriters urged in a recom- 
mendation sent to the National associa- 
tion. 

A number of other recommendations 
were made by the Chicago group, 
which had been formulated by the com- 
paratively new committee on national 
affairs of the C.A.L.U. 

A number of authorities gave their 
opinions to the Chicago committee that 
at this time when so much money is 
needed to service the public debt and 
retire it, it is not feasible for the Treas- 
ury to recommend or for Congress to 
adopt a provision to exempt one kind 
of property while at the same time all 
other kinds of property are left subject 
to the tax. The provision in question 
is the Lonergan amendment to the 
revenue bill, which a number of years 
back for a while seemed to have a fairly 
good chance of passage. As the cash 











demands of war increased, however, 
hopes for the amendment grew 
steadily dimmer. 

Treasury Resentment Noted 

The Lonergan amendment, which 
later became known as the Disney 


amendment, passed the Senate but was 
killed in the House. It is reported in 
Chicago a definite resentment has been 
discovered among certain Treasury of- 
ficials against life agents because of the 
effort to “railroad” this amendment 
through Congress, and in Chicago it is 
believed the continuance of this feeling 
in the Treasury could impair efforts to 
secure other worthwhile and reasonable 
legislation. 

The Chicago association and its com- 
mittee fear that to continue pressure 
for adoption of the amendment would 
create ill feeling against the life agents. 
As the committee in its resolution to 
the Chicago association directors put it, 
“(14) That the C.A.L.U. urges the 
N.A.L.U.. to discontinue activity for the 
measure to exempt from the estate tax 
life insurance earmarked for payment 
of estate taxes. We point out that 10 
years of work and expense have been 
fruitless, and that there is reason to 
believe that N.A.L.U.’s persistent cam- 
paigning for this provision has impaired 
N.A.L.U. relations with the Treasury 
department. We are confident that 
cessation of pressure for this legislation 
will result in a more cordial attitude 
toward other and more urgent revisions 
of the code.” 


Other Recommendations 


_The remainder of the recommenda- 
tions which the committee urged the 
Chicago association to convey to the 
N.A.L.U. committee on federal law and 
legislation were: 

“(2) that the C.A.L.U. endorses and 
supports the effort of the N.A.L.U. 
to persuade Congress to amend section 
811 (g) (2) to eliminate the unfair ap- 
Dlication of this section to insurance 
transferred by the insured. 

“(3) that the C.A.L.U. endorses and 
supports the continued effort of the 
N.A.L.U. in spOnsoring an amendment 
to provide for a reasonable deduction 
for life insurance premiums in federal 
income tax returns. 

“(4) that the C.A.L.U. requests the 
N.A.L.U. to continue the efforts to 
amend Section 22 (b) (2) to exempt 
transfers of life insurance to transferees 
having an insurable interest in the in- 
sured, 

“(5) that the C.A.L.U. endorses and 
Supports the effort of the N.A.L.U. to- 
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ward revision of the formula for the 
income tax on annuities to conform with 
the reduced yield of annuities since the 
existing formula in section 22 (b) (2) 
was adopted. 


Another Proposal Made 


“Your committee unanimously rec- 
ommends that the C.A.L.U. suggest to 
the N.A.L.U. committee on functions 
and activities that consideration be 
given to resumption of relations with 
the American Institute of Accountants 
and the National Association of Credit 
Men.” 

The with the 


working arrangement 


American Institute of Accountants and 
National Association of Credit Men 
functioned fairly well in 1939 and 1940, 
and offered much promise of benefits for 
all concerned, but has become inactive 
since then. 

Section 811 (g) (2) is the revenue 
code section which taxes the proceeds 
of life insurance under the federal es- 
tate tax in proportion to which the pre- 
miums were paid by the insured. Life 
insurance leaders feel this is unfair since 
life insurance is the only kind of prop- 
erty that under the existing setup can- 
not be transferred without being sub- 
ject to tax. 


James H. Brennan, Fidelity Mutual, 
is chairman of the Chicago committee 
on national affairs, which also includes 
Gerard S. Brown, Penn Mutual; Joseph 
G. Carmen, Prudential; Roland D. 
Hinkle, Equitable Society, and G. L. 
Grimm, New England Mutual. 

This was one of the first committees 
of its kind among local associations of 
the. United States and it is possible this 
is the first time that a local association 
has taken formal action on national af- 
fairs and indicated its wishes to the 
N.A.L.U. Heretofore such action usu- 
ally was taken through the committee- 
men and trustees of N.A.L.U. 
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Insurance In Force reached a grand total of $354,254,995, a 


gain of $82,478,156 during 1945. 


Assets have increased to $76,787,847, a gain of $11,225,668 


during 1945. 


Policy Reserves at year-end amounted to $65,969,916, a gain 


of $8,695,317 during the past year. 


Capital and Surplus Funds mounted to $6,000,000, a 1945 


increase of $985,521. 


During the six years of present management, Insurance In 
Force has practically doubled, from $177,597,145 


to $354,254,995. 


During the same period Assets also increased nearly 100%. 
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SPRINGFIELD, ILLINOIS 


CHAS. E. BECKER, PRESIDENT 
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DISTINGUISHED SERVICE SINCE 188% 
One of the 15 Oldest Stock Legal Reserve Life Companies in America ' 


Over $345,000,000 Insurance in Force 
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U. S. Suffers from 


Too Much Money, 


Parkinson Charges 


Thomas I. Parkinson, president of 
Equitable Society, in addressing a meet- 
ing of the National Industrial Confer- 
ence Board at New York, declared that 
this country is suffering from too much 
money. He charged that the federal re- 
serve policy of loading banks with gov- 
ernment bonds is the fundamental cause 
of rising prices with the resultant labor 


unrest. 


This policy, he went on, has caused 
debasement of currency which is com- 


monly known as “inflation.” 


Bank deposits and money in circula- 
tion now total $175 billion compared to 
$55 billion in 1929. The big factor in 
this increase is the federal reserve policy 
of encouraging banks to load up on gov- 


ernment securities. 


The 


Federal 
Parkinson charged, is little more than a 
tool of the Treasury and he character- 
ized its desire for easy money as “insane 


and fanatical.” 


To. secure 
Parkinson advocated a balanced federal 
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BE A 
TAX SLIDE RULE — THAT 
INTERESTING SALES OPEN- 
ER WHICH SLICES A DOL- 
LAR BILL IN TWO BEFORE 
THE EYES OF THE PROS- 
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But 
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of 


waa 
Y E S — THERE'LL 


NEW INCOME 


* * 


THE NEW RULE conform- 
ing to recent tax changes will 
be available soon. 
way to 
fewer, we must teach them to 
have more ‘sense. 


WE ARE SORRY we could 
not ship as promised the new 
files for “Management Plans.” 
The binders are O.K. but we 
are still waiting on the tab 


It opens 
“if dollars are 


x9» 


we hope to ship 


about the middle of February. 


WE ARE PUTTING a lot 
of money into the new sys- 
tem because we 
will greatly increase the effec- 
use 


believe it 
“Management 


* * 


THE NEW COMMUNITY 
PROPERTY SECTION NOW 
MAILING IN “ADVANCED 
UNDERWRITING” 
SPECIAL MENTION. AS FAR 
AS WE KNOW, THIS IS THE 
FIRST COMPLETE TREAT- 
MENT OF COMMUNITY 
PROPERTY TO APPEAR IN 
ANY SERVICE. 


MERITS 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 


INDIANAPOLIS 
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budget with no deficit spending, an an- 
nual reduction in the government debt, 
a federal reserve policy ending creation 
of funds*through banks purchase of gov- 
ernment bonds and the Treasury provid- 
ing a long term 3% bond attractive to 
individual buyers as well as to savings 
and life insurance institutions. 





Mortgage Money on Tap 

Life companies now have more than 
$4 billion invested in mortgages covering 
homes and housing for American fami- 
lies, an all-time peak for such financing 
aid. The companies are now prepared 
for a still greater role in post-war hous- 
ing. At least $1 billion will be available 
for new mortgages each year in the early 
post-war years. A 

There are now seven times as many 
people who own life insurance policies in 
the United States as there were in 1900. 
One-half the population now own poli- 
cies, while only one-eighth owned them 
then. 

* * * 

Diseases of the heart and arteries con- 
stitute the No. 1 killer among life insur- 
ance policyholders today, accounting 
for nearly one-third of all policy- 
holder deaths annually. The Life In- 
surance Medical Research Fund plans 
to make $3,500,000 available over the 
next six years to get at the causes and 
cures of these diseases. 

* *x* x 

Farmers in 1945 set a new peak in the 
purchase of life insurance. Countrywide, 
they bought nearly twice as much as in 
pre-war 1941. 

* ok Ox 

The proportion of people keeping their 
life insurance policies in full force, in 
spite of financial emergencies, is today 
at an all-time high. Approximately 98% 
of all ordinary policies in force at the 
start of the year 1945 became payable 
under the policy terms during the year 
or remained in force throughout the 
year. 

x OK 

Accidents are more costly in human 
lives than war. Total combat deaths in 
the second war were about 265,000 and 
about 650,000 were wounded; while dur- 
ing the same period accidents on the 
home front killed 355,000 persons and 
injured 36 million, of whom 1,250,000 
suffered some permanent disability. 





Supreme Court to Hear 
Arguments in S. C. Tax Case 


WASHINGTON—The supreme 
court Monday announced its noting of 
“probable jurisdiction” in No. 707, Pru- 
dential vs. South Carolina Commissioner 
Benjamin, which involves the question 
of the constitutionality of the South 
Carolina premium tax on foreign com- 
panies. Justice Rutledge took no part 
in arriving at this decision, which indi- 
cates that arguments will be heard in 
the case in course of time. 

In No. 69, Johnson vs. John Hancock, 
the court denied petition for rehearing. 





UOPWA Seeks New Terms 
from Metropolitan Life 


Notifying Metropolitan Life “of our 
election not to extend our present agree- 
ments,” the United Office & Professional 
Workers of America, CIO, called for a 
conference “for the purpose of changes 
and amendments,” in a letter to Vice- 
president Charles G. Taylor of Metro- 
politan. UOPWA contracts with Metro- 
politan. cover more than 11,000 industrial 
agents in 11 states and British Columbia. 


To Decide on Demands 


Union proposals for negotiations will 
be formulated at a national insurance 
collective bargaining conference at the 
convention of the VUOPWA at Cleveland 
Feb. 18. The conference will also formu- 
late proposals for coming negotiations 
with Prudential affecting 14,000 agents. 


Postpone New York 
Life 100-Year Rally 


New York Life has postponed formal 
observance of its centennial because of 
continued shortage of hotel accommo- 
dations in New York and difficulty in 
obtaining rail transportation. The 
meeting was to have been this spring, 
but has been delayed a year. 

It was noted that the postponement 
provides an opportunity to develop a 
program under which veterans would 
have an opportunity to qualify for the 
meeting. More than 600 of the agents 
served in the armed forces. 

The Top Club, $200,000 Club and 
$100,000 Club will hold their meetings 
as originally planned, these meetings 
held outside of New York city where 
the hotel situation is not so critical. 





Gessing Succeeds Scanlon 
in Missouri and Kansas 


William J. Gessing, Jr., has been ap- 
pointed resident manager of THE 
NATIONAL UNDER- 
WRITER with head- 
quarters at 605 Co- 
lumbia Bank build- 
ing, Kansas City, 
Mo., telephone Vic- 
tor 9157. Mr. Gess- 
ing will supervise 
the business activi- 
tives of “Laz 
NATIONAL UNDER- 
WRITER in Missouri 
and Kansas, suc- 
ceeding in that ca- 
pacity William A. 
Scanlon, who was 
recently made vice- 
president of THE NATIONAL UNDERWRITER 
at Boston. 

Mr. Gessing is a graduate of Xavier 
University in Cincinnati and spent a 
year with the army, stationed at Camp 
Phillips in Kansas. Upon returning to 
civilian life Mr. Gessing joined THE 
NATIONAL UNDERWRITER at its Cincinnati 
office, where for two years he familiar- 
ized himself with the operations of the 
company in its various departments. In 
this way he has acquired an understand- 
ing of the publications of THE NATIONAL 
UNDERWRITER and is, as a consequence, 
well qualified for the position he has as- 
sumed. 


W. J. Gessing, Jr. 





Sun Life of Can. Managers 
Confer at Home Office 


Managers of.Sun Life of Canada from 
the Dominion and the United States met 
at the head office last week in their an- 
nual conference with the company’s ex- 
ecutives. 

They discussed field problems, recruit- 
ing and training, refresher courses for 
returning veterans, how to increase new 
business production, and other current 
topics. 





No National Associates Ranking 


Agents listed in last weeks’s issue as 
the top 10 in Mutual Benefit Life’s Na- 
tional Associates group were incorrectly 
so designated. It was inferred from the 
company’s announcement that the 48 
agents in the group were in order of 
standing, whereas actually they were 
listed alphabetically according to cities. 

No ranking of National Associates is 
possible, since they may qualify by being 
among the top 25 on the honor roll, by 
paying for $500,000 or more in a year 
or by earning $9,000 or more in first year 
commissions. As stated in the issue of 
Jan. 18, Sidney Weil of Cincinnati led 
all Mutual Benefit agents for the year, 
which automatically makes him presi- 
dent of the National Associates. 





Samuel Morris, general agent for 
Union Central Life in Springfield, IIl., 
has opened new quarters in rooms 811- 
12 Myers building, 101 East Fifth street. 





Blasts Latest 
Pension Ruling 


Milton Elrod, Jr., Indianapolis attor- 
ney, who is active in pension work, has 
made public a letter that he has ad- 
dressed to the pension trust division of 
the internal revenue department asking 
for reconsideration of PS No. 55 which 
was reported in THE NATIONAL Unonep. 
WRITER for Jan. 18. 

Mr. Elrod states that if this ruling is 
allowed to stand, only a few employers 
with profit-sharing plans now in effect 
will ever obtain a deduction for the tax- 
able year in which their plan was first 
created and installed, and with respect 
to which the first contribution was made 
by them. That is so because inevitably 
the first contribution will have been 
made after the close of the taxable year 
in which the plan was inauguarated and 
the trust created or executed, since the 
profit on which the contribution is based 
cannot be determined until the close of 
the year. 

Mr. Elrod contends that the ruling is 
in contradiction to the special provision 
in section 23(p)(1)(E) of the income 
tax law under which taxpayers on the 
accrual basis may deduct payments made 
with respect to a taxable year so long 
as actual payment is made within 60 
days after the close of such year, inso- 
far as contributions to pension and 
profit sharing plans are concerned. Re- 
gardless of that law, PS No. 55, accord- 
ing to Mr. Elrod, holds that no valid pay- 
ment was made until actual payment 
was made. 

The adoption by a board of directors 
and execution by the officers of a profit 
sharing trust agreement on behalf of a 
corporate employer constitutes a con- 
tractual agreement with eligble employes 
and such a contract is clearly a basis 
for the existence of a valid trust, he de- 
clared. Even a token payment is not 
a requisite to a trust founded on con- 
tract. 


made payments thereto after the close 
of the year, believing themselves to be 
in full compliance with the law and, in 
fact, complying with any plain and prac- 
tical construction of the law. Their plans 
are bona fide. To disallow the deduction 
on these plans because of a requirement 
developed at this late date and not at 
all obvious under the law, he said, is 
more than inequitable. It is, he charged, 
an arbitrary penalty on employers who 
sought to install the type of plan the 
law was intended to encouraged. PS 


No. 55 he contends, should not be ap- } 


plied even prospectively but to apply 
the ruling to completed transactions 
where the employer cannot now take 
remedial action only serves to com- 
pound its already apparent inequities. 





Frank §. Mack has been appointed 
general agent for Bankers Life of Ne- 
braska at Detroit. He has been in the 
business since 1919 and with Bankers 
Life since 1944. 


ASSISTANT 
MANAGER 


An old line company is looking 
for a man to assist the manager 
of a fast growing branch. This 
man must have an above the aver- 
age record in sales and super- 
vision that will stand close in- 
spection. A branch manager’s 
position is assured when he 
proves he can handle it. Salary 


to $6,000. 
FERGASON PERSONNEL 


Insurance Personnel Exclusively 
166 W. Jackson Boulevard, Chicago 4, IIinois 














Many employers executed trusts and | 
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Accidents Replace 
Disease as Prime 
iller of Youth 


Accidents have replaced any single 
infectious disease as the prime killer of 
hildren and youth after infancy. They 
ake a yearly toll of almost 20,000 boys 
and girls under 20 years of age. This 
fact is revealed in a study, Childhood 
Mortality from Accidents,” by the Chil- 
dren’s Bureau, U. S. Department of La- 
hor. The study is the first to be made 
‘; which death rates for accidents are 
bnalyzed by age, sex, race, and by type 
of accident. 

“Accidents are now the most frequent 
ause of death in childhood because doc- 
tors have been successful in cutting the 
oll formerly taken by disease though 
hccidental deaths have declined little in 
he same period,’ Dr. George Wolff, 
ho made the study, commented. 

Death rates for accidents are highest 

during the first year of life, lower in the 
preschool and lowest in the elementary 
kchool age. They rise again in adoles- 
ence when young people go out to 
york, Although the death rate from ac- 
idents is higher for infants than for any 
pther age group, infant death through 
ccident is overshadowed by the much 
igher toll taken by premature birth and 
disease. Among children between one 
bnd four, accidents become one of the 
eading causes of death. In older age 
broups, with one exception—nonwhite 
Bdolescent girls—accidents are the chief 
Bause of death. Smothering is the main 
ause of accidental death in infancy. By 
ar the most important cause of acci- 
Hental death in older children is auto- 
mobile accidents. Drowning, burns, in- 
uries by firearms, and injuries by fall 
follow in that order. 








Two to One Ratio Found 


) On the average, for every girl under 
P0 killed in an accident, two boys are 
dlled. However, this two to one ratio is 
ot constant for all age groups. In in- 
ancy and during the preschool-years, 
he accidental death rates for boys are 
bly a little above those for girls, but in 
he white population between 10 and 19, 
more than three times as many boys are 
illed as girls. In the nonwhite popu- 
ktion of the same ages, the ratio of boys 
illed to girls killed is over four to one. 
he population included in the nonwhite 
Passification is predominantly Negro. 
q The ratio between the sexes also 
Waties with the type of accident. More 
Poys are killed than girls by automobile 
ecidents, drowning, firearms, injury by 
ll, smothering in infancy and agricul- 
ral accidents. The only type of acci- 
ent in which girls figure more frequent- 
yis accidental burns. 





Whitesell Mutual 
benefit Treasurer 


9 William M. Whitesell has been elected 
fasurer of Mutual Benefit Life. He 
Rs been assistant treasurer since 1929 


d has been with Mutual Benefit 41 
ears, 





tavelers Reproduces 60,000 
ycterans Discharge Papers 


More than 11,000 recently discharged 
terans have been rendered an unu- 
al service by Travelers. 

‘ince the war ended, the home office 
* made tree of charge, close to 60,- 
0 photostatic reproductions of veter- 
8 discharge papers. 

It started when the local service cen- 
T suggested to a veteran that Travel- 
S might be able to duplicate his 
Pers, according to James F. Pilking- 
if, assistant secretary of the depart- 
‘nt of office supervision. From then 
» Veterans passed the word along. 





Ask Continuances in Ohio 


COLUMBUS—Motions asking for a 
continuance have been filed in the courts 
at Columbus by Prudential, Phoenix Mu- 
tual, Pacific Mutual, Massachusetts Mu- 
tual and Connecticut General Life, which 
had sued the state to enjoin payment of 
their discriminatory premium tax on the 
ground that the !aw is unconstitutional. 
The plaintiffs ask that the hearings be 
delayed until the U. S. Supreme Court 
passes on the tax question in the Pru- 
dential South Carolina case. The pre- 
mium tax paid was allocated to a special 
fund and not placed in the general fund 


of the state. 

Mutual Trust Life of Chicago has 
brought a suit against Don H. Ebright 
as state treasurer and also as an indi- 
vidual, and against the state of Ohio to 
collect $11,507 in interest on its 1944 
premium tax that was paid under pro- 
test. This is the first suit in Ohio on 
the part of a foreign insurer to recover 
premium taxes that have not been placed 
in a segregated fund. Mutual Trust ar- 
gues that the premium tax is intended 
only as a means of raising revenue to 
defray the expenses of the insurance de- 
partment and that these expenses in 
1944 amounted to only $136,204 whereas 


the premium tax collections in that year 
totaled some $8 million. The suit was 
brought in ‘common pleas court of 
Franklin county. 


Some companies paid under protest 
and got an injunction restraining the 
turning over of the tax to the general 
fund; others declined to pay and got an 
injunction restraining the commissioner 
from suspending their license, and now 
there is the third type of action where- 
under the tax was paid under protest and 
no injunction sought but an action to 
recover is instituted before the statute 
of limitations runs out. 














stockholders. . 


An Old Line MUTUAL 
legal Reserve Life 
‘(nsurance Company 



















transfer of ownership from stockholders to policyholders — as its goal. . .. On January 15, 
1946,—less than 10 years later—the complete ownership of the Company by its policyholders 
became an accomplished fact. This wholesome transition was made possible by devoting 
three million four hundred and ninety-four thousand dollars from earnings for the retire- 
ment of stock,—dollars which otherwise would have been available for dividends to 
. - From this day on, our policyholders will not only receive the financial 
protection of their insurance; but they will also be the sole owners of the Company, sole 


beneficiaries of its assets and earnings, and sole arbiters of its destiny. 


Completely Owned 
by the holders of its 
604,630 policies 
and certificates 


GENERAL AMERICAN LIFE 


INSURANCE COMPANY OF ST. LOUIS 


In June 1936, the General American Life Insurance Company set mutualization—the 





Walter W. #ead 


PRESIDENT 





FINANCIAL STATEMENT DECEMBER 31, 1945 





reductions. 


Company. 





ASSETS 


CO Te i sk kook skec inecies ees $ 72,799,542.60 
First Mortgage Loans on Real Estate. . 
Home Office Building...... 


Other Real Estate and Sales Contracts 


Interest and Rents Due and Accrued. . 


Other Assets, Principally Net Premi- 
ums in Course of Collection........ 


(1) Balance of Initial Policy Liens.... 
Loans to Policyholders...... 


(AN TORRE FN inn 000.6 54ers s one $147,166,616.87 


43,925,575.79 


Ai ena pear WORD a a ce ccdh coc sintccacs dcacsuess sae iia 
6,134,551.30 Contingency Reserve.................. 7,530,748.51 
mea saaess 797,014.00 Under Purchase 
845,074.28 Agreement............ $5,333,627.04 
For Group Insurance... 1,080,969.00 
1,881,371.23 For Stock Retirement. . 570,799.14 
CE ha abcde ond akends we 545,353.33 
2,561,125.00 Capital Stock and Guaranty Fund.... 500,000.00 
teeeeeees _17,392,362.67 = Surplus..............eeeceeeeeeeseeese  1,500,000.00 


(1) Does not include liens totaling $659,109.00 which have been discharged by payments in cash or credit by 
policyholders nor $73,236.56 liens on dividends on deposit, both of which items will share in future lien 


(2) Includes assets in ‘“‘Old Company Account” established under Purchase Agreement dated September 7, 
1933, on file with the Superintendent of Insurance Department of the State of Missouri. 


Note: The Company in December, 1945, subscribed for $3,000,000 of United States Government Bonds to be 
settled for in 1946, which bonds were taken up by banks and are being held by them for the account of the 


LIABILITIES 


POR TOI Sa vin cast cccacccéacces $132,727 ,433.47 
Reserves for Policyholders’ Dividends 


Other Liabilities and Reserves........ ___ 2,534,180.82 


Total Liabilities................02ee00. $147,166,616.87 


2,374,254.07 
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You Can Plan Today For 
Your Production and 
Home of Tomorrow 
through a 
RENEWAL 
COMMISSION 
LOAN 


© PRODUCTION 

© WORKING CAPITAL 

© CUSTOMERS’ NOTES 
AND ACCOUNTS 

® POSTWAR 
OPPORTUNITIES 

® EXPANSION 

© HOMES, ETC. 


OUR BUSINESS is loaning you 
money in substantial amounts 
. .. the one source in the U.S. 
that specializes and really under- 
stands your needs. 

A renewal loan of $4,500 costs 
you only 11 cents per day per 
thousand dollars. 

A unique plan developed by us in 
cooperation with the Northwestern 
National Bank of Minneapolis. 


LIFE 
UNDERWRITERS 
CREDIT CORPORATION 


MINNEAPOLIS 2, MINNESOTA 

















The Boston Mutual Life Insurance Ce. 
Fifty-fourth Year of Service to 
the People of New England. 


Detroit A. & H. 
Leader Looses 
Blast at Blue Cross 


A blast at Michigan Hospital Service, 
in its current controversy with a num- 
ber of Michigan hospitals, is loosed 
by George A. Le Blanc in the form 
of a letter to Robert E. Geoghegan, 
superintendent of Highland Park Gen- 
eral Hospital and chairman of the 
Greater Detroit Hospital committee. 
Mr. Le Blanc is vice-president of Amer- 
ican Hospital-Medical Benefit and chair- 
man of the hospital insurance commit- 
tee of the Detroit Accident & Health 
Association. 

His letter is in the form of an answer 
to the half-page advertisements pub- 
lished in Detroit newspapers by Michi- 
gan Hospital Service. 

In contradiction to the statement of 
the Blue Cross that the hospitals are 
withdrawing because of a disagreement 
over payments, Mr. Le Blanc charged 
that they are doing so because they 
realize that they are guilty of discrimi- 
nation against cash paying patients who 
pay the published rates. Blue Cross as- 
sured, he said, are served at a lower 
rate and on a different basis. Mr. Le 
Blanc took issue with the statement 
that Michigan Hospital Service is 
owned by the participating institutions. 
M.H.S., he declared, is a separate and 
distinct corporation, acting as agent for 
the hospitals. The amount paid for 
hospital care is determined entirely by 
M.H.S. in spite of the fact that several 
directors are hospital men, he declared. 


Denies Blue Cross Claims 


He charged that the only purpose of 
the contract between M.H.S. and the 
hospitals is to compel the latter to take 
a loss. He charges it is a misstate- 
ment on the part of M.H.S. to claim 
that the Blue Cross has met in full 
either the actual cost or the regular 
charges of the hospitals to the general 
public. What the hospitals want, he 
contends, is their full established rate 
for services they render. Also, he de- 
clared, the hospitals want the service 
plan to cease demanding statements of 
operating costs and they resent the 
M.H.S. audits. They resent the in- 
terference despite the fact that 
M.H.S. claims that the insurance de- 
partment instructed it to conduct audits. 
The hospitals want no further inter- 
ference even from the insurance de- 
partment, he charged. 

The hospitals, he declared, want to 
get out of the insurance business and 


want no more traffic with contracts 
with M.H.S. or any other insurance 
institution. 


Michigan Hospital Service, he said, 
advertised that it had increased its pay- 
ments to hospitals five times within the 
last 3% years. However, Mr. Le Blanc 
declared, every time it did so, it got the 
hospitals to provide additional services. 
Mr. Le Blanc expressed the hope that 
the Blue Cross plan will be reorganized 
so as to do away with contracts with 
hospitals and to provide a cash in- 
demnity such as is now being paid by 
M.H.S. to non-participating hospitals. 























Wm. L. Kinney of the firm of Kinney 
& Googe, general agents of Midland Mu- 
tual Life and General Accident at Win- 
ston-Salem, N. C., fell from the _15th 
floor of the Reynolds building, where 
his office was located. The coroner’s 
verdict states that Mr. Kinney “came to 
his death as a result of a fall” and that 
it had not been determined “if the fall 
was accidental or otherwise.” A. L. 
Googe, his former partner, will carry 
on the agency. 





Robert J. Mehlman has been appointed 
associate general agent at Fond du Lac, 
Wis., for Penn Mutual Life by Warren 
F. Coe, general agent at Oshkosh. 





Souers Heads Unit in New 


: Foreign Intelligence Setup 


Rear Admiral Sidney W. Souers, who 
was executive vice-president of General 
American Life, prior to going into uni- 
form in 1941, has beeri appointed by 
President Truman as director of cen- 





SIDNEY W. SOUERS 


tral intelligence. This is one of three 
divisions of the country’s new foreign 
intelligence system. In the navy Ad- 
miral Souers has been deputy chief 
of naval intelligence. 


He is still a director of General 
American. 
Mr. Souers went to-St. Louis in 


1930, to become financial vice-president 
of the old Missouri State Life. He 
remained as a vice-president of General 
American Life. 





Holmes with Mass. Mutual 
at Manchester, N. H. 


Philip B. Holmes, who has been a 
navy commander, has been appointed 
general agent by Massachusetts Mutual 
at Manchester, N. H. He succeeds Ken- 
neth W. Davis, general agent for 14 
years, who becomes associate general 
agent. 

Mr. Holmes entered insurance at 
Hartford in 1925 and in 1928 went with 
Travelers at Brooklyn. From 1930 to 
1941 he was field assistant of Travelers, 
assistant manager, and manager in New 
York City. 





Robert M. Feely Now Director 


Robert M. Feeley, eastern agency 
manager at Newark for North American 
Life of Chicago, is named a director to 
take the place left vacant by the death 
of George W. Payne, California man- 
ager. 

In addition to Mr. Feely, Harry 
Kramer, in charge of Ohio, and John 
Risk, in charge of the northwestern ter- 
ritory with headquarters at Fargo, are 
members of the board. 





A. & H. Premiums Up 13% 


Records were again smashed in 1945 
by accident and health producers. From 
data collected by the Health & Accident 
Underwriters Conference, accident and 
health premiums written by all compa- 
nies in 1945 should exceed $585 million, 
an increase of 13% over 1944. 





Three service men have returned to 
the John Moynahan office of Metropoli- 
tan Life at Berwyn, Ill. They are: Chet 
Hunter, after duty with the marines on 
Okinawa and elsewhere; Nate Brown, 
after duty with the air corps B-29 squad- 
rons on Guam, and John Duffy, after 
duty with the air corps fighter squadrons 
based in England. 








Dressel Counsels 
Caution on Housing 





No’ 


Ni 

Investment Moves _ Ji: 
henc 

CLEVELAND—Although the inyeg.§ Fort 
ment laws should be amended to per.g assis 
mit insurers to engage directly in hoyg T! 
ing development, Superintendent Dre.§ inate 


sel of Ohio, in addressing the annyyff ly in 
meeting of the American Associatiog 
of University Teachers of Insurang 
here, voiced the belief that life com. 
panies should not enter into the hoy 
ing or building construction business gp 
a large scale. The risk, he declare; 
is too great. The matter should 
given careful study before the barrier; 
are let down too far. Such investment; 
seem to be presently remunerative by 
the question is whether they will cop. 
tinue to pay out. 

Mr. Dressel touched briefly on m. 
merous topics and _  vouchsafed his 
opinion. 

Supervision of the fraternals has no 
been good, but he commended th 
fraternal society executives for collabo. 
ating with the fraternal committee 
the commissioners association in writ. 
ing a new uniform fraternal code. Thi 
is a progressive step and marks , 
milestone in fraternal insurance, hy 
declared. 

As to national health insurance, he 
said that the question is whether th 
insurance industry has properly serve 
the public in the past and whether i 
is properly serving the public nov, 
He said that in the main he woul 
answer in the affirmative but he pointe 
out that most of the complaints against 
companies reaching the Ohio depart 
ment are against accident and _ health 
insurers. 

To head off socialized medicine, he) in Ne 
said efforts are being made to provide 
prepaid medical care through privat s 
sources. He said he wishes them luck 
but that he had recently licensed % comm 
company for this purpose and he sai C. ( 
he wonders whether its contract wif Healtl 
provide the public with proper service§ ferenc 
Premium Tax Problem , 


The matter of the validity of premiug period 
tax laws is of the utmost importancg the cc 
He said that a sincere effort was maig gardin, 
to remove the discriminatory featudg indust: 
of the Ohio law, but without succesgand th 
and now the Ohio department is faced signed. 
with a series of suits by foreign ingsimilar 
surers to have the law declared mers gt 
constitutional. instruc 

Mr. Dressel declared that the r 
quirements and standards for licensiag 
agents should be maintained at a hig 
level and qualification laws should k 
strengthened. Many of the complaint 
that reach the departments are attribut 
able to poor selling on the part ¢ 
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agents. When the importance of 
surance is considered, together with tig Mare 
technical and legal language used, a April 


the fact that few people read or mgmerce, 


derstand their contracts thoroughly,@ May 
cannot be said that educational requitg Hotel ¢ 
ments and qualifications should ™ May 
relaxed. Vania, | 
=a May 
Chambe 
Penn Mutual Wins in Ga. Tax j'rence 





May 
Statisti 


ATLANTA—The claim of Penn if 
tual Life that it should not be assess 





$225,000, which the Fulton county 4 ll 
assessors claimed was due for ba cinnati” 
taxes covering a number of years, ™@ \, 

sustained in superior court here. Underw 


Judge Etheridge directed a verdict Beach. 
favor of the company, and County “9 May 2 
torney Seats announced he would app@eiation, 
the case; if necessary, to the Unlt@ 3... 
States Supreme Court. The county @Portlanc 
assessors claimed Penn Mutual doe# june 
$1 million loan business in the coul§writers, 
annually, but the company conten@ Denver. 






















that this business was not taxable 4 p cert. | 
was all done by mail and not throug*rench | 
the local office. Sept. 
Chautea 
Sell disability with “Seven Good B@ Sept. 
sons Why” folder. Get samples from Mgtion, Cl. 
A. & H. Bulletins, 420 E. 4th St., Cim Sept 
nati 2, Ohio. Schroed« 
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New York Lif 
Now Called Managers 
New York Life branch office heads, 
formerly known as agency directors, will 
henceforth have the title of manager. 
Former agency organizers are now titled 
assistant managers. 
The new titles are expected to elim- 


inate confusion because they more clear- 
ly indicate functions performed. 
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Oklahoma Tax Collections 
Estimated $2,700,000 in 1946 
OKLAHOMA CITY—The  state’s 


gross premium insurance tax in 1946 
will exceed that of 1945 by $100,000, ac- 
cording to an estimate of Commissioner 
Read of Oklahoma. He figures the 1946 
tax will net the state $2,700,000, with 
money paid under protest probably to- 
taling more than $1 million by the close 
of the year. During 1944, $840,000 paid 
under protest has been impounded in 
the state treasury pending outcome of 
court actions now pending that seek to 
have the tax ruled unconstitutional. This 
money is to be returned if the law is 
ruled invalid. 

Out-of-state companies have attacked 
the law on the ground of discrimination 
because Of exemptions allowed com- 
panies for the amount of investments 
they have in Oklahoma. The exemption 
has been held unconstitutional by an 
Oklahoma county court, and the case 
has been appealed. 
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All Industry Group to 
Hold Next Rally in March 


After concluding a three day session 


sdicine, hel in New York, the all industry commit- 





to provide tee decided to hold its next meeting 
xh privat@ some time in March at a time and place 
them lucki to be decided by the conference sub- 
licensed #@ committee. 

id he sai C. C. Fraizer, general council of the 
atract wile Health & Accident Underwriters Con- 
er service ference, served as chairman at the New 


York meeting. 

A subcommittee of five during that 
period continued its discussions with 
the commissioners’ representatives re- 
garding the differences between the all 
industry fire and casualty rate bills 
and those which the commissioners de- 
signed. The subcommittee had _ held 
similar sessions with the commission- 
ers’ group the previous week. It was 
instructed to continue the .discussions. 
it the Tt a ——— 


r licensill CONVENTION DATES 


at a hig 
should b ‘ 

Feb. 5-6, Health & Accident Confer- 
ence, mid-year, Stevens Hotel, Chicago. 


complaint 
re attribut 

March 4, Pittsburgh Insurance Day, 
William Penn Hotel, Pittsburgh. 


le part @ 
March 13-16, N.A.L.U. midyear, Omaha, 


nce of it 
or with th 

used, a April 30-May 2, U. S. Chamber of Com- 
ad or wa@merce, Claridge Hotel, Atlantic City. 
roughly, | May 9-10, L.O.M.A. spring conference, 
1al requift Hotel Claridge, Atlantic City. 


f premium 
mportane 
was mate 
ry feature 
ut succes 
nt is faced 
foreign in 
clared w 








should May 5-11, Ins. Federation of Pennsyl- 
vania, Bellevue-Stratford, Philadelphia. 
May 14-17, Insurance section U. S. 
Chamber of Commerce, hemisphere con- 
Tax ference, New York. 
Penn Mi May 15-17. Insurance Accounting & 
be assess Statistical Assn., Baker Hotel, Dallas. 
county ti May 20-22, Health & Accident Under- 
for bal Writers, annual, Netherland Plaza, Cin- 
Tr cinnati. 
years, ¥ : 
bd ‘ May 24-25, Virginia Assn. of Life 
re. | @Underwriters, Cavalier Hotel, Virginia 
- verdict Beach. 
-ounty “3 May 27-29, Canadian Life Officers Asso- 


ould app@eiation, Hotel London, London, Ont. 
the Unit 


June 9-13, Insurance Commissioners, 
county Portland, Ore. 
ual does June 17-19, Natl. Assn. A. & H. Under- 
the couM§writers, annual, Cosmopolitan Hotel, 
contend Denver. 
xable a§ Sept. 4-8. Million Dollar Round Table, 
ot throwgFrench Lick, Ind. 

Sept. 9-10, International Claim Assn., 





Chauteau Frontenac, Quebec. 












Good B@ Sept. 9-13, N.A.L.U. annual conven- 
Ss frog tion, Cleveland. 

., Cin » 
St. Sept. 23-25, L.0.M.A. annual, Hotel 


Schroeder, Milwaukee. 


Reports on Life of Va. Case 
WASHINGTON—Recommendations 
that Life of Virginia shall cease and de- 
sist from discouraging membership in 
labor organizations or interfering with 
its employes participating in organized 
labor activities have been made by Trial 
Examiner Irving Rogosin in an inter- 
mediate report to the national labor re- 
lations board in the matter of Life of 
Virginia and American Federation of In- 
dustrial & Ordinary Insurance Agents, 
Local 22264, AFL. 

The examiner also recommends that 
the insurer offer to Harold M. Reilly re- 
instatement, and to make good to him 
certain loss of pay. 

On the other hand, the examiner rec- 
ommended that the complaint, insofar as 
it alleged Life of Virginia discriminated 
in regard to the hire and tenure of em- 
ployment of Frank J. Tokarski, Urvill 
W. Willson and Marion Nagle Winkler, 
be dismissed. 

Life of Virginia contended it dis- 
charged the employe for adequate cause, 
but denied commission of other unfair 
practices. 

Hearing was held at Detroit last Au- 
gust. 


Pfc. Bill D. Read, son of Jess G. Read, 
Oklahoma commissioner, broke the rec- 
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ord in his rush.to get home after being 
discharged from the anti-aircraft artil- 
lery, after three years’ service. When he 
reached Kansas City he decided to take 
a taxicab to drive to Oklahoma City, 
a distance of 386 miles, 


Trust Council Hears Lawyer 
MILWAUKEE—The Milwaukee Life 
Insurance & Trust Council heard James 
I. Poole, of the Miller, Mack & Fairchild 
law firm, discuss “The Use of Life In- 
surance in Profit Sharing Trusts” at its 
annual dinner meeting. He discussed 
practical uses and gave a resume of 
problems, after which the 40 present 
participated in a discussion of the topic. 
This rounded out the year’s program 
covering the various phases of estate 
planning which speakers from the life 
insurance and trust fields covered step 
by step at the monthly meetings. 
All officers of the council were re- 
elected. New members of the executive 
committee are Stephen L. Klarer, North- 
western Mutual, and Russell J. Clark, 
trust officer Marine National Bank. 


N. E. Mutual Wins Tax Case 


Payments made under supplemental 
contracts not involving life contingencies 
that were selected by the insured con- 
stitute interest on indebtedness and are 
deductible federal income tax items of 


11 


life companies under the taxation plan 
that was followed before the days of the 
McAndless formula. The U. S. first 
circuit court of appeals has so held in 
favor of New England Mutual. The 
lower court was reversed. 

The first circuit rule now corresponds 
to that of the second circuit, which in 
an Equitable Society case held it is im- 
material whether the election is made by 
insured or beneficiary; the payments are 
deductible. 

The third circuit, however, in a Penn 
Mutual case, held that where the as- 
sured had made the election, the pay- 
ments were not deductible on the theory 
that this election merely changed the 
form of the contract obligation and was 
not interest on present indebtedness. 

The New England Mutual case arose 
out of its 1934 income tax. 

Train New Agents 

The Philadelphia branch office of Mu- 
tual Benefit Health & Accident and 
United Benefit Life has just concluded 
a sales training class for 20 new agents, 
conducted by Lou Staude, assistant 
manager. All but three of the students 
are returned veterans. Those from this 
group who make good records will be 
sent to one of the two week health 
and accident courses at Purdue Uni- 
versity after they have had some season- 
ing in the field. 
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AND HERE’S HIS 
POLICY 


A Prudential Income Endowment which will pay him a guaranteed 
monthly income that he can’t outlive—for the amount he selects 


and the age he wants it to begin. 


Show him our “Income for Life” proposal form. . 





HERE’S YOUR PROSPECT 


Business executive—married—'teen-aged 
boy and girl — basic family needs pro- 


vided for — would like to retire at 60. 
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VA On-the-Job 
Training Pushed 
in Insurance 





(CONTINUED FROM PAGE 3) 


gram is surprisingly simple. First, the 
employer gets in touch with the Board 
of Vocational] Education, or its equiva- 
lent in his state. From this state office, 
he can obtain an application form and 
instructions on how to set up an on-the- 
job training program. 

After he has received the application 
form, and begins drawing up a training 
program, the employer must decide over 
how long a period he wants the training 
of his veteran-employe to extend with 
benefits from the V.A. The administra- 
tion advises a training period of from 
six months to two years, but will allow 
for exceptional cases outside these limits. 


Employer Sets Salary 


The employer sets the objective salary 
which the employe may be expected to 
receive upon completion of training. 
Neither minimum or maximum limita- 
tions are set upon the salary, but in case 
of an extreme in either direction, the 
V.A. could be expected to ask some 
questions before approving the plan. 
Likewise, the actual salary which the 
employer certifies he will pay the vet- 
eran at the start of and during his train- 
ing must be a fair one. 

The application for approval also calls 
upon the employer to break up the 


training period into sections with salary 
advancement after the satisfactory com- 
pletion of each section. Emphasis in any 
course is upon practical rather than aca- 
demic training. 

When the employer has filled out the 
form and outlined his program, he sends 
the application to the vocational edu- 
cation board in the state where his office 
is located for approval. If the state ap- 
proves the plan, it is sent to the local 
branch of the Veterans Administration 
for final approval. There are representa- 
tives in both the V.A. branches and the 
state educational departments whose job 
it is to assist employers in arranging 
on-the-job training programs. They will 
answer any questions. 


Vet Must Be Certified 


Before the individual program can be 
finally approved, the veteran must be 
certified. He accomplishes this by filing 
Form 1950 with the Veterans Adminis- 
tration together with a certified copy of 
his discharge papers. Veterans can get 
assistance in this matter by applying at 
the contact division of their local V.A. 
office. 

After on-the-job training is certified, 
the employer is required to fill out a 
monthly wage certificate which the V.A. 
will send him. In this way, the admin- 
istration is given a check upon the 
progress of the veteran and any changes 
in the differential between the actual 
salary and the objective salary. 

One obstacle to wide adoption of on- 
the-job training program by the insur- 
ance industry is the refusal up to this 
time of the Veterans Administration to 
pay benefits in the case where a veteran- 


«. $10 PER MONTH 
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INCOME DISABILITY 


Do your prospects still ask for In- 


come Disability with Life Insurance? 


Ours do. And we still write it! 


Occidental Income Disability pro- 


tects men to age 55, and women to 


age 50. Provides monthly disability 


income of $10 per $1000 to age 60, 


$5 per month thereafter. 


Issued on term plans, too. 


AYU COLCL Life Insu 
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time renew als 


We pay life 


they last os long 





rance Company 


of « alifornia 


vice PRESIDENT 


as you fee) 


employe is working on commission with 
nothing guaranteed monthly. The V.A., 
however, has no objection to a system 
whereby the trainee is given a drawing 
account which enables him to receive ad- 
vances on future commissions, so that 
he is guaranteed an adequate stipend 
each month, 


Agents in National 
A. & H. Association 
Voice Desires 
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aging director and acting executive sec- 
retary. 

A series of constitutional amendments 
embodying the new financial setup rec- 
ommended by the executive board was 
adopted. Dues of individual members 
are advanced from $2 to $3 and com- 
pany members $10 to $50. It was point- 
ed out the companies will not be sub- 
jected to solicitations for advertisements 
in convention programs. A new class 
of sustaining members also was estab- 
lished. The plan is to get 100 men who 
will agree to pay $50 a year in this 
class. They can withdraw at any time. 
The executive board also decided to 
continue for the present the voluntary 
subscription plan under which $11,000 
in cash was raised and five-year sub- 
scriptions for a like amount were se- 
cured by the planning committee, headed 
by “Count” Mueller. 


Drive Against W-M-D Bill 


Plans for a synchronized campaign all 
over the country to present the unde- 
sirable features of the Wagner-Murray- 
Dingell bill from the standpoint of the 
average taxpayer were launched. The 
executive board designated Christopher 
F, Lee, Columbian National Life, Bos- 
ton, as chairman of a committee which 
will prepare a_ simple, non-technical 
statement along that line which can be 
used as a speech to be given before 
service clubs, women’s organizations, 
labor unions and business groups. 

Mr. Lee will confer with the Insur- 
ance Economics Society to secure data 
on the economic side and with the 
American Medical Association as to the 
effect on the medical profession. All 
local associations will be asked to take 
the matter up at the same time, probably 
at their March meetings, and arrange 
for members to carry the message on to 
the various groups indicated in their 
Own communities. 

A resolution, strongly worded but 
dignified in its tone, in opposition to 
the W-M-D bill, was adopted by the 
national council and is to be sent to 
members of Congress, newspapers and 
others. 

Minneapolis extended an invitation for 
the 1947 annual meeting. There was 
some talk of Florida for the meeting 
next winter and Boston the following 
summer. 


Aetna Chicago 
Agency Holds 
Its Congress 
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ing most of the information, and even 
the helpful inspection, needed for a later 
life insurance interview. 

“How many times have you been 
guilty of selling a man just an accident 
policy,” he said, “instead of estate con- 
trol? Don’t sell a man $25 a week in- 
demnity when he needs $75 to $100. In 
selling accident insurance you appeal to 
the natural selfish nature of a man.” 

He makes constant use of personal 
injury pictures and stories from news- 
papers, and also photostats of claim 
drafts which he has delivered. He urged 


—=:= 


ne see of a well-prepared accident sale, 
talk. 

Selling accident insurance has many 
benefits, he said, but the agent mug 
start from the beginning if he wants ty 
do a complete job for the prospect. Jj 
an agent should produce $100 a month 
of new accident premiums over a periog 
of five years he would be deriving $1,18) 
of income from the business by tha 
time, and this volume of production 
represents a very little effort, after aj} 


Sax Tells His Methods 


Ben H. Sax, who finished 38th coup. 
trywide last year in Aetna and led the 
Edwards agency in accident volume an4 
was second countrywide, told method; 
by which in Aetna’s October acciden 
drive he closed 68 cases for $2,230 pre. 
miums in only three weeks. He delivered 
all but a single policy with $19.50 pre. 
mium. 

He presented his sales talk which j 
built around an Aetna Life folder. Jp 
this presentation he always urges on 4 
married man the need for accident cover 
on his wife and children as well. 

Three other sales talks were given, 
E. L. Hageman, first year man gave a 
social security approach using a com. 
pany blank for calculating benefits. R. T. 
Johnson, past president Aetna Casualty 
Club at Chicago and Regionnaire 1943. 
1944, carried on with a sales talk based 
on supplementing social security. J. B, 
Mueller told his endless chain method 
and gave some arguments for a retire. 
ment plan to conserve the principal of 
an estate. He said a man never will go 
broke under a retirement income plan, 
but probate court records show the 
average probated estate is less than 
$10,000. 


Teas Gives Practical Talk 


A splendid, practical talk on estate 
control was given by Dwight Teas of 
Wisconsin Rapids, who led the Milwau- 
kee agency several times and has ad- 


dressed a number of Aetna Life regional’ 


conventions. 

“Many agents are not able to gener- 
ate emotions,” he said, “and yet that is 
what sells life insurance. The Aetna 
estate control plan creates emotion in 
the man as he sees the problems pre- 
sented to his family in case of his death. 
You can, through this method, anticipate 
or beat nearly every objection that the 
prospect will make, and you have gained 
a definite psychological advantage 
through slipping around on his side of 
the desk and helping him to be his own 
executor. This fact serves to rescue 
many an otherwise hopeless case.” 

Aetna Life’s estate control method 
employs a “personal demonstrator’ 
blank which is attractive to the prospect. 
It is important, Mr. Teas said, to ask 
the man if at his death there would 
be any source of income for his family 
other than from his estate. Otherwise 
there may prove to be an undisclosed in- 
come of the widow’s which would be 
ample for her support and would ruin 
the sale. 


Tells Simple Expedient 


It is difficult in many cases to caust 
a man to divulge the amount of his in- 
come. A good way to approximate tt, 
however, is to ask him to lump all his 
taxes—a subject in which he is naturally 
interested and much concerned —ant 
which he usually will tell. From_ this 
sum can be estimated the income. This 
is true of larger incomes; persons with 
smaller incomes rarely object to telling 
the amount. > 

“It is very important to stick to mitt 
mums,” he said. “The entire effective 
ness of the plan depends upon reducing 
the man and his family to an income 
figure below which he will not go. 
Aetna’s estate control plan is based upon 
an information interview with a specid 
blank for setting down income from 
various sources, for the family if he 
dies, for him if he lives, and then prov 
ing how inadequate are his present a 
rangements., 

William F. Becker and C. P. Kennedy 
of the group department in Chicago 
gave a group insurance presentatiol. 
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a Another speaker was A. D. Stein, sales upon his work and who thought his pres- lic law 15. Irvin Bendiner, Philadelphia, executive committee as the balance of 
lent sales promotion manager at Chicago, who ence at the speakers’ table during the New York Life, discussed this paper. this committee. The anonymous dona- 
told of the Aetna’s pension plan and dinner was solely on that account. In The overflow crowd in the afternoon tion which made the prize possible was 
as Many} <ervice allowance of 2% commission presenting the award, President Dickin- amazed everyone with Prof. S.S. Hueb- guaranteed for five years. Although 
nt must which latter was announced earlier this son pointed out that Elizur Wright, the ner, University of Pennsylvania, first Prof. Dickinson expressed a wish that 
wants to year. first commissioner of insurance of president of the association, presiding. the awarding should rotate among dif- 
spect. If ; ' Massachusetts—1858 to 1865—is often A. Diemand, Philadelphia, president ferent judges, the members felt that his 
a monthf Coolidge Winds Up Congress called the “father of legal reserve life North America group, discussed devel- personal work in securing the award 
4 Period Vice-president Coolidge in a closing insurance” and hence it was very fitting opments in comprehensive property and made it advisable that he be close to it 
ng $1,189 talk at the congress, was thoroughly op- that Mr. Guertin should receive an casualty insurance, followed by E. until it is firmly established. 
ey that timistic over the future of the life insur- award named in his memory. The Stone, Boston, U. S. manager Employers There were two projects close to 
Oduction nce business. He pointed out that award, made possible by an anonymous Liability, who spoke on property and President Dickinson’s heart, the Elizur 
after all asies and prices are up and the in- donation, was first given last year, the casualty regulations resulting from pub- Wright rrize and the establishment of a 
come tax is down, all of which make for first recipient being M. E. Davis, Metro- lic law 15. Prof. R. H. Blanchard, Co- quarterly journal as a vehicle for schol- 
increased sales. Mr. Coolidge recom- politan Life, for his book “Industrial lumbia University, also a past president arly articles on insurance. There was 
th coun. mended an approach based on “wage Life Insurance” published in 1944. of the association, led the discussion on considerable discussion of the latter idea, 
1 led the increases for the widows,” as income . Fi both papers. Superintendent Dressel of the matter finally being left to the ex- 
ume and arranged for them based on levels of Two Major Sessions Ohio was tke dinner speaker. ecutive committee for a report at next 
methods § the past will be insufficient for support | The one-day meeting was aptly divided Bushsees Meet year’s meeting. Dr. C. A. Kline, Uni- 
accident] in future. into a morning session on life insurance _ ng versity of Pennsylvania, secretary-treas- 
1230 pre- He also urged selling the proposition and an afternoon meeting on property At a brief business meeting following ter, reported that the sale of the “Pro- 
delivered | of wage increases for old men, and fi- and casualty insurance, with important the afternoon adjournment, the election ceedings of the association has increased 
9.50 pref nally, also for the agents themselves. topics of the day discussed in two papers of officers was certified and the mem- materially and the idea was expressed 
.. . | Mr. Coolidge emphasized that the agent at each session. The meeting room was bers approved a number of measures that the best approach to a journal might 
which is} \ho used to sell $150,000 on the average comfortably filled in the morning, with which the executive committee had had be to expand the “Proceedings” into oth 
der. Inf now must sell at least $200,000 to live President Dickinson in the chair, when to take because of the impossibility of other publication during the year, Ko 
yes On af’ on the same scale, for that is the com- Mr. Guertin discussed his topic, followed holding meetings during the past few further expansion if the results are fa- 
“nt cover} parison between costs of 1933 and 1946. by a discussion led by H. H. Jackson, years. The future of the Elizur Wright vorable. The question of annual dues 
1. E General Agent Edwards in his ban- Montpelier, vice-president and actuary, prize was discussed in some detail and W4S also referred to the executive com- 
€ given} quet talk reported his agency consist- National Life of Vermont. Clyde Cover, President Dickinson was made chair- muttee. Prof. Huebner pointed out that 
1 gaveal ently held first place countrywide from Fort Wayne, assistant general counsel man of the committee to pass on this all signs indicate a great increase in in- 
4 Com-§ March, 1945. The average volume last Lincoln National Life, discussed state award for the next three years, with surance teaching in colleges in the im- 
its. R. T, year per policy was $5,845 compared to life insurance legislation following pub- the officers and other members of the (CONTINUED ON LAST PAGE) 
Casualty § 4.754 in 1944. 
Ire 1943. 
Ik based§ Agency’s Averages for Year 
'y. J.B Interesting figures on the agency’s 
Pr accomplishments were given by Rudolph 
aa Ia LeBoy. The average premium per pol- 
; il OF icy in 1944 was $130.62, but in 1945 it 
aa pu was $226.63; the average premium per 
Low ae $1,000 of insurance was $34.82 and 
é h fF $41.29, respectively. The company’s aver- 
"Ss than age premium per policy last year was 
$169.18 and its average premium per 
$1,000 of insurance was $41.86. The 
agency’s average policy last year was 
n €state§ $5,862 as compared with the company 
Teas off average of $4,621. 
— 
as ad- 
region! Guertin Wins 
O gener- . 
that Prize of Insurance 
e Aetna ‘i 
otion | Teqchers Group 
ms pre- 
‘is death. 
nticipate (CONTINUED FROM PAGE 1) 
ania opinion, no outstanding piece of insur- 
dvantage§ nce literature has appeared, or, not 
; side a oftener than once every three years, to 
his ale make the award for insurance writing ; 
. ree published previous .to that year. von potiey coms yn" teh 
a The latter option was exercised in aS will, sBOUld Yo ciary $10: 
methodg the case of Mr. Guertin. He received 
nstrator’ the award, not for any one specific book 
prospec. § article, but for his cumulative work 
| to asky it drawing = ~~ se pe life 
se insurance tables of mortality, and re- 
. = og matters. Although ee LNL 
‘.@ as the commissioners ordinary standar 
there and commissioners industrial standard **Rate Ads” 
ould a mortality tables, Mr. Guertin has been 
uld ruin 8° Closely identified with this work that Pall The Coupons 
the laws adopted in most states making 
these tables mandatory and setting up 
new uniform reserve standards after 
1948 are commonly called the “Guertin 
thie in ans. Not magic, just a hard-hit- Note: See the new full-page 
i i Mr, in’ +4 . e . 7 
all een oe P ting sales message that gets Lincoln Life ad appearing in 
pee Born in 1900 at Hartford, Mr. Guertin : é 
-d—anif Staduated from Trinity college in 1922 people to mail the coupon. the February 9th issue of the 
this and entered the actuarial department of : ad a : 
roms Thi Connecticut Mutual Life there. In 1929 During 1946, LNL "Rate Ads Saturday Evening Post. 
see ih he became actuary of the New Jersey 
“er Hine department, where he won recognition will appear often in Life, 
‘oO tell] as chairman of a succession of commit- 2 
to mie tees of the National Association of In- Saturday Evening Post, and 
effective) Sufance Commisioners on the subject : 
duce of mortality tables, non-forfeiture bene- Newsweek. In 1946, as in 
ab ie fits and related matters. He joined the a 
not A American Life Convention in 1945. He 1945, LNL agents will find | Its Name Indicates — 
sed wpe Ae fellow ae pe sess “iin talon on ee = ies 
. erica and the American Institute o a ate eads pro- wr a AY. 
a bs Actuaries, a member of the board of a P THE LINCOLN NATIONAL 
he if hep S0Vernors of the latter organization and 14 Billion duce extra sales—extra com- _ LIFE INSURANCE CO. 
y u | an associate of the Casualty Actuarial ollars of ; é a iy: 
en prov Bciety. Insurance in missions. | FORT WAYNE, INDIANA 
esent a The award was a complete surprise to Force. a i a 
Kennedy Mr. Guertin, who earlier that. day had 
Chicago delivered a scholarly discussion of non- 
ontatiee forfeiture and valuation legislation based 
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N.A.L.U. Membership Gain Significant 


The membership increase of the Na- 
tional Association of Life Underwriters, 
5,266 to reach an all-time peak of 
40,294, is significant of something more 
than a continuing and aggressive drive 
for new members. It reflects a grow- 
ing appreciation of what the organiza- 
tion is doing for its members. The 
N.A.L.U. program is closely geared to 
the needs of the “street agent,” the man 
who writes the business. It is doing 
an increasingly valuable job in this re- 
spect. 

Also heightening the  association’s 
value to members and prospective mem- 
bers is the closer cooperation between 
N.A.L.U. and other organizations in the 


life insurance The N.A.L.U. 
has come to be recognized as the or- 
ganization qualified to speak for the 
agents. There is cooperation with com- 
panies on such matters as agency prac- 
tices, agent education and_ training, 
agents’ compensation, veterans’ affairs 
and in bond drives. 

The fact that the membership increase 
has come from the entire country con- 
firms the clear conclusion that a ma- 
jor factor in the increase is the general 
recognition of the work the National 
association is doing. The new mem- 
bership figure is not only an accom- 
plishment in itself but a vindication of 
progressive and far-sighted policies. 


business. 


Coffee Drinking in Groups 


There is a very pleasant custom ob- 
served chiefly in the south where busi- 
ness men gather at a certain hour in 
the morning at a club or restaurant 
or hotel and drink coffee together. In 
the. smaller places there is a mixed 
audience. They are not all insurance 
men. However, insurance men may as- 
semble in smaller groups. In the large 
cities especially where there are a num- 
ber of insurance offices in the same 
building or same locality it is usually 
planned to have insurance men exclu- 
sively in the coffee drinking circle. This 
custom is intended to bring men more 
closely together, enables them to have 
a little respite after the early morning 
activities have lessened. It enables them 
to confer with their fellows on subjects 
of interest that may come up during 
the day. 

There is something distinctly and ex- 


clusively refreshing in this coffee drink- 
ing custom. There is a comradeship 
that is formed. The aroma of the cof- 
fee seems to bring fragrance and a re- 
freshing experience. 

Men get a certain reaction when they 
sit about a table drinking cocktails. 
Probably that causes intimacy and con- 
fidential relationship that coffee does 
not. However, coffee drinking clears 
the mind and seems to bring to those 
indulging in it some of the glamor, 
the warmth and the aroma of the trop- 
ics where the coffee tree grows. 

We need more and more actual and 
friendly association in the insurance 
business. It is a cooperative enterprise 
in whatever way you look at it. The 
men engaged in the business should feel 
the cooperative spirit. A couple of 
cups of coffee have the effect of renew- 
ing and reinvigorating this comradeship. 


Leadership Responsibility 


We look for leadership in insurance 
today especially to those companies that 
are doing things, are on their toes and 
are accomplishing results, are going 
forward with great strides, have moder- 
nized their merchandise and have the 
financial ballast and momentum to carry 
them along without difficulty. We are 
wondering if the officials of such com- 
panies realize their responsibility in this 
connection. They stand out, they are 
out in front. They have the influence. 
What they say and do amounts to some- 
thing. Therefore such companies should 
not hesitate at all to champion causes 
that are right and just. They should 
take the lead when other companies 
probably hold back. 


We need leaders. There is much to 


do today to put insurance in the proper 
light before the public. Sometimes a 
very successful company seems to throw 
aside the opportunity to be a leader. 
Any successfully operated company that 


is attracting attention can establish 
standards for itself, recognize trends 


in the business and do much in clearing 
out the deadwood and making paths 
for others to tread. In this way a 
company not only meets its own obli- 
gations to its policyholders and stock- 
holders if it has such, but it can blaze 
the way for others less fortunate to 
tread. A company of this character 
creates in the public mind a friendship 
for insurance. There never was a time 
when leadership was so essential. Where 
an official has the capacity for leader- 


has the courage of his convic- 


has the ability to peer into the 


ship, 
tions, 





future, the responsibility should not be 
set aside. 


Opportunity at Hand for Young Men 


There is much to be gained by young 
men entering the insurance business in 
studying and thinking about the posi- 
tion they occupy. They should learn 
everything possible about it, its de- 
mands, its necessities, its possibilities. 
Every step taken in a process should 
be studied and the question should be 
answered why such is the case. Then 
the young man should extend his ob- 
servations. He should observe those 
about him and learn something of what 
7. are doing. He should have at all 


times the best interest of his employer 
at heart. If he has a suggestion gf 
value it should be modestly made to 
his superior. He should not be afrai¢ 
to ask questions if he does not under. 
stand the application. He should be 
on the alert looking for additional dy. 
ties to perform. Instead of trying to 
get rid of work, he should try to dé 
more. 

There is a great opportunity for 
young men at this particular time in the 
insurance business. 








PERSONAL SIDE OF THE BUSINESS 








Nathan P. Himmel, Buffalo life insur- 
ance man, was honored at a dinner of 
the W ilmont Town & Country Club for 
long service to that organization. He 
served three years as its president. Mr. 
Himmel was presented a scroll and life 
membership. 

M. W. Hobart, secretary of Ministers 
Life & Casualty Union, has been elected 
president of the Minnesota Council of 
Religious Education. 

E. A. Roberts, president of Fidelity 
Mutual, has been named chairman of 
the advisory committee for Pennsylva- 
nia furthering the purchase of U. 
savings bonds. Mr. Roberts was chair- 
man for Pennsylvania during the third 


war loan. 
Alden C. Brett, president of Arrow 
Mutual Liability, has been elected a 


director of Boston Mutual Life. 


Scott Taggart, superintendent of 
agents of Pacific National Life, is being 
given leave of absence to accept appoint- 
ment as president of the Swiss mission of 
the Church of Jesus Christ of Latter 
Day Saints, with mission headquarters 
at Basel. He will leave in March with 
his wife and two daughters. 

Carl R. Marcusen, president of Pacific 
National Life, mourns the death of his 
son Byron, age 39, who was manager of 
the J. C. Penney Co. at Lander, Wyo. 

C. M. Williams, executive vice-presi- 
dent of Western & Southern Life, has 
been appointed general chairman of the 
Sister Kenny foundation for infantile 
paralysis for the. Cincinnati and Ham- 
ilton county district. 

E. O. Burget, president of Peoples 
Life of Frankfort, Ind., has gone to 
Miami for a rest. He underwent an 
operation recently at Rochester, Minn., 
and he has not yet recovered his full 
strength. During the past few years 
Mr. Burget has had a series of bouts 
with the medical profession. He was 
first injured when he was struck by a 
hit and run driver. After recovering 
from that he fell and suffered a broken 
hip that was a long time healing. 

A memorial program for the late 
John R. Hardin, president of Mutual 
Benefit Life, was arranged by the Essex 
County Bar Association. A resolution 
in tribute to Mr. Hardin that will be 
inserted in the minutes of the court as 
a perpetual record, described Mr. 
Hardin as one of the “Foremost citizens 
of New Jersey and a lawyer of great 


eminence and distinction, who served 
the state, community and bar with 
loyalty, fidelity and ability.” 

Donald F. Barnes, head of the vet. 
erans affairs division of the National 
Association of Life Underwriters, paid 
a visit to the insurance class at Pur- 
due University that is conducted by 
A. R. Jaqua and Hal Nutt. He gaye 
a talk about aspects of National Service 
Life Insurance. There are 52 students 
in the present group, all of whom are 
under contract with life companies and 
about three-quarters of them are re- 


turned veterans. They are eager 
students. 
John H. Russell, well-known Los 


Angeles agent, has been elected presi- 
dent of the Los Angeles Boy Scouts 
Council. He succeeds Floyd W. Forker, 
general agent of Pacific Mutual Life, 
who has headed the council for three 
years. 

Samuel Bigelow, former manager of 
the Virginia Association of Insurance 
Agents, is now with New York Life in 
Charlottesville, Va., on a full-time basis. 
He recently returned after 42 months 
in the navy. He was a lieutenant-com- 
mander in the intelligence division. 

After four years in the army, Maj. 
Joe Fred Gibson has returned to Okla- 
homa City. For four years before en- 


tering service he was assistant insur- 
ance commissioner of Oklahoma. 
Bernadette C. Allin, agent in the 


Fred T. Jordan home office agency of 
Union Mutual Life, Portland, Me., is 
honored in the current issue of the 


“Zontian” among women who have won 
national recognition. Mrs. Allin, who 


has earned the distinction for the past 
two years, was the first Maine woman 
to become a member of the Women’s 
Quarter Million Dollar Round Table. 
During 1945 she ranked among the con- 
pany’s 10 leading agents nationally in 
volume of production. 


DEATHS 


J. Magarge Walsh, vice-president and 
assistant treasurer of Home Life ot 
Baltimore and former national veteran 
squash champion, died at his home 1 
Haverford, Pa., at the age of 48. He 
had been associated with Home Life 
since 1920. In 1924 he was appointed 
mortgage department manager. For 
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several years he was a director of Home 
Life, Home Protective Co., Daniel J. 
Walsh’s Sons, Inc., and president and 
director of the Mutual Guarantee Build- 
ing & Loan Association. In January, 
1945, he was granted an indefinite leave 
of absence on account of illness. 

Mr. Walsh was a native of Philadel- 
phia and graduate of William Penn 
Charter School, where he was captain 
of the track team and halfback on the 
football team. He also attended Uni- 
yersity of Pennsylvania. He was a for- 
mer member of the Lapham cup team 
and was active in inter-city squash. 

Severin Schulte, former assistant su- 
perintendent of agencies Bankers Life of 
Jowa, died at his home in Santa Ana, 
Cal. Mr. Schulte was in the insurance 
business for 45 years before his retire- 
ment from Bankers Life in January, 
1943. He started with the New York 
Life in 1898 as an office boy in the 
Chicago agency, becoming manager of 
the St. Louis agency of that com- 
pany later. He joined Bankers Life 
in 1922 as a regional group manager. 
He was agency manager at Los An- 
geles for four years. 

Samuel M. Secrist, district manager of 
John Hancock at South Bend, commit- 
ted suicide by hanging himself with a 
clothesline in the basement of his home. 
He suffered a nervous breakdown and 
had been under a doctor's care. 

William F. Morgan, West Hart- 
ford, Conn., died at Palm Beach. He 
had long deen with Mowal Life, first as 


55, 


= Sees: EDITION 


manager at Portland, Me., and from 
1931 until his retirement in 1943 as 
manager of the Hartford. office. 

William R. O’Neal, a director of 
American United Life of Indianapolis 
since 1916 and chairman of its finance 
committee for many years, died at his 
home in Orlando, Fla., following sev- 
eral weeks’ illness. 

Bartley McDonough, assistant man- 
ager of the DePau agency of Pruden- 
tial in Chicago died this week. He had 
been with that office for 23 years. His 
wife died about a year ago. 

Mrs. J. Ellen Simms, 54, Kansas City 
agent of National Fidelity Life, suffered 
a heart attack and died in the lobby of 
Hotel Continental, where she had gone 
to attend the meeting of Life Under- 
writers Association. She was one cf 
the leading producers of National 
Fidelity. 

H. M. Rink, district manager of the 
State Farm companies at Norfolk, Neb. 
died suddenly. He was very active in 
Association work. He was past presi- 
dent of the Norfolk Life Underwriters 
Association and past state vice-presi- 
dent. 

Irl L. Lingle, group department man- 
ager of Southern Life of Georgia, died 
recently in Atlanta. Mr. Lingle had 
been with Southern Life since 1935. 
Prior to this he was in the general in- 
surance business in Illinois, his native 
state. A son, Peyton I. Lingle, is a 
leading member of the company’s sales 
force in Atlanta. 


_NEWS OF THE COMPANIES. 





Guaranty Union of Cal. May 
Soon Be Mutualized 


Guaranty Union Life of Los Angeles, 
organized by consolidation of 12 chapter 
9 assessment organizations taken over 
by former Commissioner Caminetti, 
to be converted into a legal reserve mu- 
tual life company with assessment fea- 
tures eliminated, Commissioner Garri- 
son announced. 

He plans to ask the superior court to 
discharge him as conservator as soon 
as necessary changes are completed. 

The assets now are $4,665,000, surplus 
is $1,036,000, life insurance in force 
$27,700,000 and annual accident and 
health premiums $215,000. 


United Fidelity Capital 
Soon to Be $1 Million 


Stockholders of United Fidelity Life 
of Dallas are meeting this week to vote 
on the proposal to declare a 50% stock 
dividend and to sell an additional $100,- 
000 of stock so as to bring the capital to 
$1 million. 

Declaration of the stock dividend would 
bring the capital to $900,000. The new 
shares would be sold to stockholders at 
$25 per share. 

Giving effect to this transaction net 
surplus would be $850,000 and assets 
would exceed $12 million. Insurance in 
force is now more than $68 million. 


Move to Change Name 
of Oregon Mutual Life 


PORTLAND, ORE. — Policyholders 
of Oregon Mutual Life will vote on a 
change of the company name at the 
annual meeting Feb. 5, as the result of 
aresolution adopted by the directors. 


Prudential Makes Shifts in 
Mortgage Division 


is 





J. J. Wilson, Jr., who has been as- 
‘stant manager of the New England 


branch of Prudential’s mortgage loan de- 
partment, has been appointed manager of 
that office, succeeding J. A. Conklin, who 
has been transferred to Florida in the 
same capacity. 

A. Kirkpatrick returns to the north- 





XUM 


Jersey branch after serving as 
of the New York branch since 


ern New 
manager 
1937. 

Mr. Wilson joined Prudential in 1935 
as a mortgage loan inspector at Buffalo. 
In 1938 he went to New England with 
the same title and became assistant man- 
ager in 1943. Mr. Conklin began as a 
clerk in the home office in 1931 and was 
made a mortgage loan inspector in 193 
serving in that capacity in Chicago, a 
York and northern New Jersey until 
1934, when he became assistant manager 
of the latter branch. He successively 
served as assistant to the supervisor in 
the home office, assistant manager and 
manager of New England, assuming the 
later post in 1943. 

Mr. Kirkpatrick joined Prudential’s 
Chicago branch in 1931 as a mortgage 
loan appraiser. In 1934 he went to New- 
ark, where he served until being trans 
ferred to New York. 


‘45 Best Year for Cal. -Western 
California-Western States Life in 

1945 had its biggest year. There was a 

gain of $24 million in business in force, 


the total being $316,787,440. New paid 
business was 17% higher. 
In the anniversary ‘“Sellebration” 


campaign of November and December, 
the directors’ gold trophy was won by 
General Agent Roy Waln of Cheyenne. 


Winning agent in the 35th anniver- 
sary contest was E. Gaumer, Red 
Bluff, Cal. Grant Taggart, Cowley, 
Wyo., was second. The L. Swain 
agency, at Chico, Cal., was the winner 
of the leading agency award for the 
year. 


Manhattan Life Sales Record 


Business done during 1945 established 


new records for Manhattan Life, ac- 
cording to J. P. Fordyce, president. In- 


surance in force totaled $148,312,024, a 
gain of 14% 

New  paid-for, including 
amounted to $25,925,956, an increase of 
22.7%. The average size policy sold 
during the year was $5,000, including 
policies on juvenile lives. 


revivals, 





Correction as to Net Earnings 


In reporting the 1945 results of North 
American Life of Chicago, net earnings 


per share were, due to a typographical 
error, set at 49 cents. The correct figure 


is 94 cents. 


— 
vi 


_ AMONG COMPANY MEN. 





J. K. Bye Retires; 
McClintock Ohio 


State Secretary 


Retirement of Joseph K. 
years secretary-treasurer of 
Life, and the pro- 
motion of four 
members of the 
home office staff 
have been an- 
nounced. T. T. Mc- 
Clintock named 
secretary; Joseph 
M. Downs, treas- 
urer; E. L. Morri- 
son, comptroller, 
and |. M. McCamp- 
bell, actuary. Wen- 
dell Fulton is as- 
sistant treasurer. 

Mr. McClintock, 
who is a graduate 
of the University of Iowa, entered life 
insurance work in 1927. He was with 
Lincoln National Lifé and Columbian 
National Life in home office posts before 
Ohio State Life in 1938 as man- 


3yve, for 31 
Ohio State 


1s 


MeClintock 


TT 


joining 
ager of the accident department. In 
1941 he was made supervisor of field 


service and three years later was named 
assistant agency director. Due to war 
conditions, promotions and the growth 
of the company, he also assumed the 
duties of chief underwriter in 1944, 


Careers of New Officers 


Mr. Downs is a graduate of Ohio 
State Law College. He worked part- 
time for Ohio State during his school 
years. In 1936 he started full time as 


an attorney in the mortgage loan depart- 


ment. He was elected assistant secre- 
tary-treasurer in 1938 and became man- 
ager of the mortgage loan department 
in 1939. 

Mr. Morrison is a graduate of West- 
field College. After several years ot 
teaching school and in other lines of 
work, he went with the Accounting 
Service of Newark, where he installed 
accounting systems, compiled tax re- 


turns and did auditing and general su- 
pervision of accounting for its clients. 
He joined Ohio State in 1930, was made 
1931 and auditor in 


assistant auditor in 
1938. 

Mr. McCampbell, a veteran of the first 
war, took actuarial science in Ohio State 


University. He joined Ohio State in 
1924 on a part-time basis and full-time 
in 1926. He was promoted to assistant 


actuary in 1936, assistant actuary and as- 
sistant secretary in 1942, and associate 
actuary and assistant secretary in 1943. 


.Dinner Given for Bye 


Mr. Bye was tendered a dinner in 
Columbus with the directors, executive 
committee and others of the Ohio State 
Life organization in attendance. He 
planned to retire last year, but due to 
the pressing conditions of business and 
employment agreed to stay a year 
longer. 

Mr. 
State 


Bye became associated with Ohio 
Life as secretary in 1916. He was 
elected treasurer in 1918, and has held 
the joint position of secretary-treasurer 
since that date. He has also been a di- 
rector and executive committee member. 


Roberts Security L. & A. 
Assistant Agency Chief 


Security Life & Accident has ap- 
pointed Ross F. Roberts assistant su- 
perintendent of agencies. Mr. Roberts 
has been in the field 18 years, writing 
business and developing men. For the 
past ten years he has been general agent 
in Pittsburgh of Loyal Protective Life 
and is a past president of the Pittsburgh 
Accident & Health Underwriters Asso- 
ciation. He will devote considerable 
time to the west coast. 





Eight Promoted 
in Mass. Mutual 


Home Office 


Promotions have been given eight 
home office staff members of Massachu- 
setts Mutual. Louis Levinson becomes 
associate actuary and Norman C.+¢Ford 
and Charles G. Hill assistant actuaries. 
Charles W. Brierley is auditor. George 
A. Craig is superintendent of real estate, 
Arthur I. Macdonald mortgage loan su- 
pervisor and Rudolph G. Kraft construc- 
tion supervisor. Robert L. Anderson be- 
comes assistant cashier. 

Mr. Levinson began with Massachu- 
setts Mutual in 1927 as actuarial clerk 
and was later transferred to the mathe- 
matical division. In 1937 he was made 
assistant actuary. In 1927 he was gradu- 
ated cum laude by Sioned 

Mr. Ford entered the company in 1927 


following graduation from Dartmouth. 
He worked as an actuarial clerk and 


later in the mathematical division. 

Mr. Hill entered the company in 1942 
as a clerk in the mathematical division. 
He had been employed by Sun Life of 
Canada since 1938 when he was gradu- 
ated from Queen’s University with high 
honors. 

Mr. Brierley was graduated from 
Springfield Business College. From 1925, 
when he entered the employ of the com- 
pany, until 1937, he was a clerk in the 
auditing department and for the next 
three years was attached to the planning 
department. He was made auditing de- 
partment manager in 1940. 

Mr. Craig was manager of real estate 
in the Washington, D. C., office of the 
company for two vears before he was 
made assistant superintendent of real 
estate in 1938 when he was transferred 
to the home office. 

Mr. Macdonald attended Columbia and 
Yale. Before starting work with Massa- 
chusetts Mutual mortgage loan depart- 
ment in 1940, he was an architect and, 
in the real estate business. 

Rudolph G. Kraft graduated from 
Pennsylvania State College as a civil 
engineer. He joined the company in 1933 
as district engineer with the Washing- 
ton, D. C., real estate loan office and 
since 1939 has been a member of the real 
estate department at the home office. 

Mr. Anderson became renewal depart- 
ment clerk in 1930 and since has served 
in the auditing, planning, and cashier’s 
departments. 


Mutual Benefit Names Jones 
and Trimble Mathematicians 


Harry W. Jones and James R. Trim- 
ble have been elected mathematicians of 
Mutual Benefit Life. Both have been 
with the company more than 20 years as 
assistant mathematicians and since 1945 
as associate mathematicians. 

Mr. Jones joined Mutual Benefit in 
1923 and was elected a fellow in the Ac- 


tuarial Society of America in 1929. In 
1933 he was appointed an assistant 
mathematician for Mutual Benefit. As 


a member of the American Institute of 
Actuaries, Mr. Jones has done much 
work on the construction of monetary 
tables based on the new commissioners 
standard ordinary mortality table. In 
1942 he was appointed a member of the 
pension trusts and group annuities com- 
mittee of the American Life Convention 


and the Life Insurance Association of 
America. 
Mr. Trimble joined Mutual Benefit in 


1925, following several years as teacher 
of mathematics in high school and col- 
lege. He was appointed assistant math- 
ematician in 1930. He has an A.B. from 
Acadia College and Harvard University 
and an M.A. from University of Cincin- 
nati. and became a fellow of the Actu- 
arial Society of America in 1925. 
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Travelers Home 
Office Promotions 


In a series of home office promotions, 
Travelers has named Henry M. Spencer 
vice-president in charge of the mortgage 
loan department; Frederick A. Davis 
manager of city mortgage loans and 
Roger C. Wilkins manager of farm 
mortgage loans. Donald Douglas has 
been appointed assistant manager of 
city mortgage loans. 

re Spencer, who has been manager 
of the mortgage loan division, entered 
that division with the company in 1907 
as an office boy. He was made assistant 
manager of the division in 1929 and 
manager in 1936. 


Assistant Managers Advanced 


Mr. Davis has been assistant manager 
of city mortgage loans. A graduate of 
Dartmouth College, he joined Travelers 
Fire in 1926 and a few months later 
transferred to the mortgage loan divi- 
He was made assistant manager 


sion. 
in 1936. 
Mr. Wilkins joined Travelers in 


1929 and was made assistant manager 
of the mortgage loan division in 1936. 
He was educated at the University of 
Maine and served two years in the 
Pacific as an air intelligence officer in 
the navy, returning late last fall. 

Mr. Douglas is a native of Scotland 
and received his education there, go- 
ing to Canada in 1913. During World 
War I he served in the Canadian army. 
He was in the contracting business in 
Detroit until 1935 when he joined the 
mortgage loan division of Travelers in 
the Detroit branch. Prior to that he 
had done work for the company on ap- 
praisals. He went to the home office 
mortgage loan division in 1938. 

In another promotion, John F. Mori- 
arity becomes assistant secretary of the 
acicdent department. He has been with 
Travelers since 1919 as an underwriter. 


Mass. Mutual 
Promotes Gamble 


Massachusetts Mutual has promoted 
Seneca M. Gamble to the newly created 
post of advertising 
manager. He will 
direct all advertis- 
ing and _ publicity 
for the company. 

He entered Mas- 
sachusetts Mutual 
in 1934 and was 
sent to Detroit 
where he assisted 
George E. Lackey, 
general agent, in 
promoting the field- 
sponsored 50th an- 
niversary testimo- 
nial to the late 
William H. Sar- 
geant, then president of Massachusetts 
Mutual. In December of last year, Mr. 
Gamble was again loaned to the field 
force, to assist Mr. Lackey in promoting 
a testimonial to Vice-President Joseph 
C. Behan, who celebrated his 50th com- 
pany anniversary. 

Following the Sargeant campaign, Mr. 
Gamble became supervisor of direct mail 
advertising. He was made agency as- 
sistant in 1937 and since that time has 
been given increased duties in adver- 
tising and publicity. 

A native of Macon, Ga., Mr. Gamble 
entered insurance as an agent for South- 
ern States Life in 1924. In the same 
year he was taken into the home office 
of the company and established a sales 
promotion department which he directed 
until 1930 when he moved to Chatta- 
nooga as assistant agency manager for 
Volunteer State Life. He is a charter 
member of Life Advertisers Association, 
was its first program chairman, and has 
been a speaker at many of its meetings. 
He was publicity chairman of the 1939 
Annual Message of Life Insurance. 





S. M. Gamble 





available are: 


Hopkinsville, Ky. 
Paducah, Ky. 





OPPORTUNITY 


At the present time we have several 
choice territories open for General 
Agency development. An extensive ex- 
pansion program is under way and we 
offer any qualified man an unusual 
opportunity with a progressive, fast- 
growing, financially strong company, 
with a complete line of policy contracts. 
A few of the er territories now 


AGENCY OPENINGS 


Clarksville, Tenn. 


PROTECTIVE LIFE 


INSURANCE COMPANY 


WILLIAM J RUSHTON, President 
BIRMINGHAM, ALABAMA 


Pensacola, Fla. 
Jackson, Miss. 











Dr. Muhlberg 
Retires; Maertz 


Medical Director 


CINCINNATI—Dr. William Muhl- 
berg has retired as vice-president and 
medical director of Union Central Life. 
He has a record of 40 years of distin- 
guished service. 

Dr. Charles Maertz, formerly assistant 
medical director, is the new medical 
director. 

Harold P. Winter, 
tendent of agencies, was promoted to 
assistant vice-president; Dr. Edward 
Kuck,. assistant medical director, was 
promoted to associate medical director; 
B. G. DeWeese was elected assistant 
vice-president; Clyde Ferguson, Harri- 
son P. Warrener, and Fred W. Gus- 
weiler were elected assistant superin- 
tendents of agencies; Dr. William D. 
Hickerson, formerly superintendent of 
Dunham Hospital, was elected assistant 
medical director. 


Palmer Agency Supt. in 
Western Pa. for Standard 


Walter T. Palmer, Jr., has been ap- 
pointed superintendent of agencies in 
western Pennsylvania for Standard Life. 

Mr. Palmer has been a general agent 
for the company for many years, having 
taken over his father’s agency in Pitts- 
burgh when Mr. Palmer, Sr., died. 


Maj. Ahlefeld New B.M.A. 
Medical Director 


KANSAS CITY — Maj. Charles B. 
Ahlefeld, soon to be released from serv- 
ice, has been elect- 
ed medical director 
of Business Men’s 
Assurance. Clarke 
Wittlake, recently 
returned from war 
duties, was elected 
assistant actuary. 

R. Haffner, 
vice-president and 
actuary, has been 
elected a director, 
filling the vacancy 
caused by the death 
of Dr. Ernest F. 
Robinson, B.M.A: 
medical director. 

Mr. Wittlake went with 
the actuarial department in 1936. 
entered the army in 1942. 


assistant superin- 








Dr. C. B. Ahlefeld 


B.M.A. in 
He 





National Life, Vermont, 
Names Five to Posts 


At a directors meeting of National 


. Life of Vermont, Morton A. Laird was 


elected associate actuary; Harold J. 
George assistant actuary; C. Andrew 
Herschel assistant secretary; Ralph C. 
Limber director of investment research, 
and Donald W. Pine assistant super- 
intendent of mortgage loans. 

Mr. Laird is expecting release from 
the navy this month and Mr. George 
was recently released from an actuarial 
post in the Canadian army. 

Robert E. Wood, chairman of board 
of Sears Roebuck & Co., whose term 
as director expired, asked not to be 
re-elected and no action was taken on 
a successor. 


Named Travelers Life 
Department Secretaries 


C. Arthur Hackney and Raymond C. 
Dimon have been named secretaries of 
the life department of Travelers and C. 
Wilfred Catlin has been named assistant 
secretary of the same department. 

Mr. Hackney has been in the com- 
pany’s department since 1919. He be- 
came assistant secretary of the depart- 
ment in 1924. He is a graduate of Yale 
and a veteran of the first war. 

Mr. Dimon is also a Yale graduate 





and veteran of the first war. He joined 
the company in 1921 and was made as- 
sistant secretary of the life department 
in 1926. 

Mr. Catlin has been supervising un- 
derwriter in the life department and has 
been with Travelers since 1924. He js 
a Dartmouth graduate. 

George E. Light and Foster H. Wil. 
liams have been made assistant secre- 
taries of the group department. 

Mr. Light is a graduate of Yale and 
Hartford College of Law. He joined 
Travelers in 1923 and prior to his pro- 
motion was supervisor of group con- 
tracts. 

Mr. Williams is a graduate of Hamil- 
ton College. He has been with Travel- 
ers since 1925 and has been chief super- 
visor and underwriter of group annui- 
ties. 


Sears Retires; Batchler 


New K. C. Life Secretary 


KANSAS CITY-—J. L. Batchler, who 
has been with Kansas City Life 29 years, 
the last eight serving as controller, has 
been elected secretary. He succeeds c 
N. Sears, who has resigned after 29 
years with the company. 

Mr. Sears will continue as a director 


and Mr. Batchler has been elected to 
the board to succeed the late H. P, 
Wright. 





Fuhlrodt Assistant Actuary 

All officers of Central Life of Iowa 
were relected at the annual meeting. 
N. T. Fuhlrodt, associated with the ac- 
tuarial department for 10 years, was 
promoted to associate actuary. 





New Conn. Mutual Director 


Charles L. Campbell, president and di- 
rector of the Connecticut Light & Power 
Co., has been elected a director of Con- 
necticut Mutual Life. 





Stults Opens Own Office 


Austin W. Stults, executive represen- 
tative specializing in public relations 
work, has severed his connection with 
Lincoln National Life. He joined Lin- 
coln National in 1930 as assistant man- 
ager of the mortgage loan department. 

Mr. Stults has established a office at 
Fort Wayne from which hs will serve 
as public relations counsellor. Lincoln 
National is one of his clients. 





Hamilton Advanced by Imperial 

M. R. Hamilton has been appointed 
assistant general manager of Imperial 
Life of Toronto. He started with the 
company in 1930 and has been manager 
of the Hamilton and Kingston, Ont, 
branches. 





Weichsel Discharged from Army 


Robert F. Weichsel, vice-president 
and secretary of Great National Life, 
is back at his job after three years in 
the army air forces. 

Discharged as a major, Mr. Wieschsel 
took part in the African, Sicilian and 
Italian campaigns, the invasion of south- 
ern France and the German campaign. 
He participated in three amphibious 
landings, one of them at Anzio. 





MacNider Equitable Trustee 


Hanford MacNider of Mason City, 
Ta., president of Northwestern States 
Portland Cement Co., has been elected 
a trustee of Equitable Life of Iowa, 
taking the place left vacant by the 
death of S. Ford of Minneapolis. 

J. Price bh formerly assistant 
secretary, has been elected assistant 
treasurer. 





Life & Casualty Big Increases 


Life & Casualty at Dec. 31 reports 
assets $62,634,290, representing an in- 
crease of $10,699,122. Insurance in. force 
is $525,814,278, increase $53,965,945. 
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LIFE AGENCY CHANGES 





Pearson Retires 
After 35 Years 
as General Agent 


Sam C. Pearson will retire March 1 
as general agent of Northwestern Mutual 
in Kansas City, 


Mo., and will be ! : e ee sa 
succeeded by E. A. | 
Hasek, a_ million 


dollar producer in 
the Pearson agency. 
Mr. Pearson, who 
is completing 40 
years with the com- 
pany and 35 years 
as a general agent, 
will continue as a 
personal producer. 
Oldest in point of 
service among 
Northwestern Mu- 
tual general agents, 
Mr. Pearson is relinquishing his respon- 
sibilities in accordance with his plan to 
retire at 65. Joining the company in the 
Norton agency at Chicago in 1906, he 
became district agent at Ottawa, IIl., 
two years later, and was appointed gen- 
eral agent at Joplin, Mo., in 1911. After 
five years he was transferred to Kansas 
City as general agent for western Mis- 
souri. He has placed about $110 million 





E. A. Hasek 





SAM C. PEARSON 


of business in the company and has de- 
veloped leading producers and _ several 
general agents. He has served as vice- 
president and secretary of the executive 
committee of the Northwestern Mutual 
General Agents Association. In Kansas 
City he has been president of the Asso- 
ciation of Life Underwriters and was an 
organizer of the General Agents & Man- 
agers Club. 

Mr. Hasek started his life insurance 
career in Cedar Rapids, Ia., where he 
attended Coe College. In 1924 he took 
the life insurance course at New York 
University. Going to Kansas City in 
1929 as general agent for National Life 
of Vermont, he conducted a successful 
agency. He resigned in 1943 and became 
a special agent in the Pearson agency. 
In his initial year, he ranked first in pro- 
duction among new agents and ninth 
among all agents of the company. He 
qualified for the Million Dollar Round 
Table in both 1944 and 1945. 





McCarty South Bend Manager 


E. E. McCarty, formerly of Indian- 
apolis, has become divisional manager 
at South Bend, Ind., of Mutual Benefit 
Health & Accident and United Benefit 
ife, with headqtarters in the Poledor 
building. 


Kamp in S. F. for 
New England Mutual 


New England Mutual has appointed 
David S. Kamp general agent in San 
Francisco. William L. Wadsworth, act- 
ing manager of the agency for the past 
five months, will resume his duties as 
field supervisor at the home office. 

Mr. Kamp graduated from the Uni- 
versity of California at Berkeley in 1921 
and had 18 years’ experience in depart- 
ment store and investment fields in Cali- 
fornia. 

He entered the life insurance business 
in 1939. In 1941 he was appointed su- 
pervisor in charge of organizing south- 
ern California coastal areas for New 
England Mutual's Hays & Bradstreet 
agency in Los Angeles. He has been a 
member of the company Leaders Associ- 
ation for the past two years. 





Mutual Benefit Life 
Opens Memphis Agency 
with Trabue as Manager 


Mutual Benefit Life has opened a new 
agency in Memphis with Stephen F. J. 
Trabue as manager. He has a back- 
ground of seven years’ experience in life 
insurance supervisory and management 
work and three years in personal pro- 
duction. He left the advertising busi- 
ness in New Orleans in 1936 to become 
an agent of Mutual Life. Three years 
later he was appointed supervisor and 
in 1941 was promoted to agency organ- 
izer for Mutual Life in Alabama. Two 
years ago he became agency field assist- 
ant of Home Life in New York and later 
in Louisville. He joined Mutual Benefit 
last September in Louisville. He took 
Mutual Benefit’s programming training 
—called the Analagraph—at the October 
home office school. 

He graduated from the University of 
Virginia in 1925 and attended Harvard 
law school for two years. 


Huth Joins Hughes 
as Associate 


George Huth, one of the Chicago gen- 
eral agents of Provident Mutual and a 
life insurance vet- 
eran of 33 years in 
that city, has re- 
signed and is going 
with E. W. Hughes, 
Chicago general 
agent of Massachu- 
setts Mutual Life, 
as associate general 
agent. Ernest A. 
Farrington, assist- 
ant manager of 
agencies at the 
home office, was in 
Chicago this week 
considering what to 
do with the agency 
prospective general 





George Huth 


and interviewing 
agents. 


Provident Mutual has two other gen- 
eral agencies in Chicago, those of Wil- 
lard Ewing and E. S. Albritton. It is 
possible the agency will not be continued, 
as it was started from scratch by Mr. 
Huth in 1941 and as yet does not have 
a great deal of business in force. 

Mr. Huth has become nationally 
known because of the splendid work 
that he has done as chairman of the 
salary deduction plan of selling war 
bonds in the Chicago Association of Life 
Underwriters and as assistant Cook 
county chairman of all of the war bond 
campaigns. Under his direction the Chi- 
cago association mustered some 400 ac- 
tive members for the war bond sales 
effort and won national honors for 
achievements which not long ago re- 
sulted in the presentation of a special 
plaque by a Treasury official to Chicago 
association leaders at a ceremony in 
New York City. 


In Business 33 Years 


Mr. Huth is joining an agency which 
has over $100 millions of insurance in 
force. He started in the business in 1912 
as a clerk in the actuarial department of 
North American Life at Chicago and 
later became assistant actuary after hav- 


ing learned the rudiments of actuarial 
science in the department and having 
studied mathematics at Armour Institute 
and Northwestern University and also 
having been privately tutored. 

In 1926 he decided there were better 
opportunities in the sales end and asked 
to be appointed manager of the home 
office agency when that post became 
vacant. Without previous sales experi- 
ence he was appointed and retained the 
position until 1933. At that time he 
joined the Albritton agency of Provident 
Mutual as agency director in Chicago 
and in 1941 was appointed by that com- 
pany as the third general agent in the 
city, opening a new office. 

He has been very active for many 
years in the Chicago association, is now 
its vice-president and is slated to be 
elected president at the annual meeting 
in June. 


Wilkes Home Life 
Atlanta Manager 


Duncan L. Wilkes has been appoint- 
ed Atlanta manager of Home Life of 
New York,  suc- 
ceeding Robert 
Selby who died in 
December. 

Mr. Wilkes 
joined Home Life 
at Greensboro, 
N.C., in 1941, hav- 
ing previously been 





for 10 years a 
salesman in an- 
other line. He 
established a_ rec- 
ord in personal 
production and 
later became  as- 


sistant manager. 
Mr. Wilkes was 


born at Atlanta in 


D. L. Wilkes 
1909. 





Howard Assistant Manager 
of Travelers in L. A. 

Henry Howard, II, has returned from 
service to Travelers and been appointed 


assistant life department manager at Los 
Angeles. Paul K. Browne, statistician 
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for several years at Dallas, has been ap- 
pointed assistant manager there. 

Mr. Howard has been with Travelers 
since 1926, when he became a cashier 
at Boston. From 1928 until 1930, he 
served as life and accident field assistant 
in Boston, after which he transferred to 
the home office actuarial department. 
In 1931 he was appointed statistician in 
Los Angeles. 

He entered active duty with the army 
in 1942 with the rank of captain and 
when released to inactive status had been 
promoted to lieutenant colonel. He 
served as director of administration at 
Chico Field, Cal., and Walla Walla 
Field, Wash. In December, 1944, he was 
ordered to the AAF Technical Center at 
Orlando, Fla., to assist in the prepara- 
tion of a course on personnel manage- 
ment for senior officers and was selected 
to remain on duty as instructor. For 
this work Mr. Howard received a letter 
of commendation from Maj. Gen. H. R. 
Harmon, assistant chief of air staff per- 
sonnel, 





Metropolitan Shifts Two 
New England Managers 


Arthur A. Adduci has been appointed 
manager of Metropolitan Life in charge 
of the East Boston, Mass., office. He 
succeeds Thomas F. Murphy. He joined 
Metropolitan in 1922 as an agent in 
Boston, was promoted to an assistant 
manager in 1926 and in 1945 was made 
a general assistant manager for New 
England territory. 

Louis F. Stern, formerly manager in 
New Britain, Conn., has been trans- 
ferred to Bridgeport, Conn. He suc- 
ceeds Harry Covin. After completing 
his junior year at Yale he started as an 
agent in 1925 in Bridgeport. Later he 
returned to Yale to complete his studies 


and in 1928 resumed his career as a 
Metropolitan agent. In 1933 he was 
promoted to assistant manager and 


shortly afterward was made a general 
assistant manager in New England. 


In 1936, he was made an agency sales 
supervisor and later served as manager 
in Gloucester, Fall River and New Brit- 
ain. 

Both Mr. Murphy and Mr. Covin are 
on disability under the company’s insur- 
ance and retirement plan. No successors 
have been appointed to the posts vacated 
by the new managers. 


Richard LeBuhn Succeeds 
Father in Davenport Post 


Richard LeBuhn has been appointed 
Massachusetts Mutual Life general 
agent at Daven- 
port, Ia., filling the 
vacancy caused by 
the death of his fa- 
ther, Carl LeBuhn. 

Mr. LeBuhn 
joined the Daven- 





port agency in 
1922. When ap- 
pointed he had a 


record of 922 con- 
secutive weeks of 
production. He has 
been among the 
100 Massachusetts 
Mutual leaders in 
13 of the past 15 
years. His insurance jn force is approxi- 
mately $2%4 million. 

Mr. LeBuhn is a past president of the 
Massachusetts Mutual Supervisors As- 
sociation and has served on the execu- 
tive committee of the company agents 
association. He is a a 
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Richard LeBuhn 





Five New Asst. Managers 


The appointment of five new assistant 
managers js announced by Mutual Life. 

Otis C. Amis, for the Ralph H. Ruch 
Agency of Louisville, will supervise 38 
counties with headquarters at Lexington. 

Henry Eshelman, for the G. A. Patton 
Agency, Cleveland, has three counties 
and will be located at Canton. 

Lester S. Evans, in charge of five 
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plus cash allowances. 


® A New System, relieving General 
counting. 


Crawford H. Ellis 
President 
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THE PAN-AMERICAN LIFE OFFERS: 


® A complete line of Policies on Participating, and Non-Participating Plans. 
@ One of the most liberal Agency Contracts in America—Commissions 


@ A Recruiting Plan and Special Training for New Fieldmen. 


@ Attractive and Effective Sales Aids and Policy Illustrations. 


© Prospects for Insurance furnished through a Proven System. 
OVER A QUARTER OF A BILLION IN FORCE 


For Information Address: 


Charles J. Mesman, Superintendent of Agencies 


PAN-AMERICAN LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 
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counties for R. C. Wonderlic Agency, 
Baltimore, will be stationed at Cumber- 


W. Mercer, of the F. B. Hill 
agency, Manchester, N. H., has nine 
counties, and will operate from’ Burling- 
ton, Vt. 

Bill Leroy Rohlffs, of the Wilbur K. 
Hood agency, will supervise Multnomah 
county and will be located at Portland. 





Gilhooley Assistant Manager 


John C. Gilhooley has been named as- 
sistant manager of the mid-town branch 
at New York of Union Mutual Life. He 
joined Union Mutual last August, for- 
merly having served as supervisor in the 
New York agency. 





Bird San Francisco Supervisor 


Curil G. Bird, who joined Bankers 
Life in Marin county, Cal., in 1939 has 
been appointed agency supervisor in the 
San Francisco -office under Manager J. 
A. Rowe. Mr. Bird was with a large 
shipbuilding plant on San Francisco bay 
during the war and returned to life in- 
surance last August. 





McDowell Acting Director 


James E. McDowell is acting agency 
director of the Oklahoma City office of 
Reserve Loan Life, pending appoint- 
ment of a permanent manager. The 
Texas company recently bought Na- 
tional Life of Oklahoma City. 





Ostner Named at Cincinnati 


M. A. Ostner has been appointed 
group representative of John Hancock 
at Cincinnati. Before entering the army 
he was group representative for the 
company at Dallas. He has been sta- 
tioned in England. 


Metropolitan Wis., Mich. Shifts 


E. O. Hammer, for several years su- 
pervisor of Metropolitan Life in Ash- 
land, Wis., in charge of northwestern 
Wisconsin, has been promoted to man- 
ager at Ironwood, Mich. Julius John- 
son, Superior, becomes Ashland super- 
visor, and Ray Gauthier of Ashland is 
being transferred to the Superior office. 





Glaze Los Angeles Manager 


Donald L. Glaze has been appointed 
Los Angeles manager of American 
United Life, succeeding Charles W. Mil- 
len, resigned to enter other business. 
Mr. Glaze has been an agent of the com- 
pany at Bakersfield, Cal. Previously he 
had been with Travelers, New York Life 
and Loyal Protective. 


Names Louis R. Burton at Wichita 


Louis R. Burton has been appointed 
ordinary general agent at Wichita of 
American National. He was two years 
with the industrial department of Amer- 
ican National. He did an outstanding 
job in ordinary production and agency 
supervision. 


Lyon Back to Fidelity Mutual 

H. N. Lyon, one of Fidelity Mutual’s 
leading agents for years before the war, 
has returned to the San Francisco 
agency. He has been appointed chair- 
man of the veterans committee of the 
San Francisco Life Underwriters Asso- 
ciation. He was an officer in the marines 
during the war and served in the Pacific 
area. 








Bettis Returns to Guardian 

James E. Bettis has returned to the 
Indianapolis office of Guardian Life after 
three years in the navy. He served as 
assistant supply officer of the provision 
ship Ariel in the Atlantic, and later as 
supply, disbursing and commissary offi- 
cer aboard the Lioba with the Third 
fleet. Since discharge Dec. 1, Mr. Bettis 
has been in the Guardian’s home office 
taking study and review courses. 


Form Michigan Partnership 


Formation of a partnership by E. A. 
Johnson and Jack C. Krause to serve as 
district managers in Lansing, Mich., and 





vicinity for Penn Mutual Life is an- 
nounced by William A. Nicholls, Jr., 
general agent at Grand Rapids. Mr. 
Johnson has been with the company 11 
years and Mr. Krause more than 10 
years except for his recent service as a 
captain in the air transport command, 
He directed insurance and allied activi- 
ties for headquarters of the command. 





Cannon Named Supervisor 


B. A. Schauer, general agent of Penn 
Mutual in Detroit, has appointed J. W. 
Cannon as agency supervisor. The lat- 
ter is a graduate of Tulane University 
and was recruited by Mr. Schauer seven 
years ago as an agent in the Pittsburgh 
agency of which Mr. Schauer was then 
supervisor. When Mr. Schauer went to 
Detroit as general agent several years 
ago, Mr. Cannon succeeded him ag 
Pittsburgh training director. 





Currier Manager at Portland 
PORTLAND— Thomas E. Currier, 
recently released from the naval reserve, 
has been named manager of the Acacia 
Mutual Life’s Portland, Ore., office. 





Makes Changes in Branches 


Beneficial Standard of Los An- 
geles has opened a branch office in Port- 
land, Ore., with Harry R. Wright as 
manager. 

Orville C. Thoe, branch manager at 
Spokane, Wash., has been transferred to 
Eugene, Ore., where he will be manager 
of a new branch office being opened 
there. 

President E. D. Mitchell and Secre- 
tary-treasurer Oscar Pattiz are on a trip 
through the east and middle west, in- 
specting the company’s offices in that 
territory. 





Schmohl Kansas City Manager 


Charles Schmohl has been appointed 
Northern Life manager at Kansas City, 
Mo, He has been with Metropolitan 
Life in Kansas City for previous four 
years, and led his agency three out 
of the four years. 





Emery Sales Manager for Cass 


W. Oliver Cass, general agent for Mu- 
tual Benefit Life at Indianapolis, has ap- 
pointed W. Herschell Emery as sales 
manager. 

Mr. Emery started in the business in 
1940 in Oklahoma. His average produc- 
tion for the five years has been more 
than $500,000. 

While connected with Mutual Benefit 
at St. Louis, he was elected by the Sales 
Executive Council of St. Louis as the 
outstanding life insurance salesman in 
that community. At one time he was di- 
rector of physical education in the Okla- 
homa City school system. 





Out of Navy, Back with N. Y. Life 
WASHINGTON—William A. King, 
recently released from the navy, has re- 
joined the Washington branch office of 
New York Life as assistant manager. 





Commercial Travelers Parleys 


The executive committee of the Inter- 
national Federation of Commercial 
Travelers Insurance Organizations will 
have a meeting at the Edgewater Beach 
hotel, Chicago, Feb. 4. The annual con- 
vention is scheduled for Jasper National 
Park, British Columbia, July 29-31. 





In reporting that A. B. Abernathy 
had been named manager for Life 
Casualty, it was erroneously stated that 
he is located at Jackson, Miss. As a 
matter of fact, he is manager at Jack- 
son, Tenn. 





Wilmer M. Hammond, Jr., has re- 
sumed his position as assistant, general 
agent in the Wilmer M. Hammond 
agency of the Aetna Life in Los Ange- 
les, following his discharge from the 
army. 
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attendance of 30 members of the million, one of the largest realty 
LIFE LES MEETINGS agency and guests. transactions in the Newark shopping 





Am. Mutual Life 


Gives Awards 


DES MOINES — American Mutual 
Life at its general agents’ meeting, an- 
nounced that $9,719,306 was the paid 
production for 1945. This was an in- 
crease of 24.4%. Insurance in force is 
$99,335,000. 

Award winners were announced by 
Harry S. McConachie, vice-president. 
General Agent J. D. Serrill of Minneap- 
olis won the president's trophy on the 
basis of production, organization results, 
persistency and average size policy. Mr. 
Serrill was also named as persistency 
chief. 

R. M. Threlkeld, Sr., general agent at 
Cedar Rapids, was named president of 
the production clubs and A. D. Fogarty, 
general agent at Des Moines, is vice- 
president. 


Members of Council 


The 1946 general agents’ advisory 
council includes Marmaduke Corbyn, 
Oklahoma City; W. W. Linebarger, 


Storm Lake, Ia.; Reed C. Nelson, Oak- 
land; Mr. Serrill and Mr. Threlkeld. The 
group selected Mr. Linebarger as_ its 
president. ; 

An all-time record number, totaling 
86, qualified for a trip to the production 
clubs convention to be held in June at 
Roberts Pine Beach Lodge, Gul] Lake, 
Brainerd, Minn. 





Hold Agency Meetings as 
A. & H. Convention Adjuncts 


A number of companies had sales 
meetings or dinners for their agents in 
Wichita in connection with the meeting 
of the National Association of Accident 
& Health Underwriters. 

Business Men’s Assurance had nearly 
100 agents, a number of them accompa- 
nied by their wives, at its dinner. The 
managers in attendance were called on 
to introduce their agents. John W. Say- 
ler, director of sales, was master of cere- 
monies and brief talks were made by 
President J. C. Higdon, Managers Wal- 
ter M. Jones, Salt Lake City; A. W. 
Hogue of Dallas and R. J. Costigan of 
Kansas City, president of the National 
association, and E. H. Mueller, executive 
secretary of N.A.A.H.U., who was a 
special guest. A luncheon was _ held 
Friday for those who were still on hand, 
followed by a sales session. Bert A. 
Hedges of Wichita, Kansas manager, 
also had an all-day meeting for his men. 

Mutual Benefit Health & Accident 
and United Benefit Life held a lunch- 
eon, sales meeting and dinner Friday 
with 50 in attendance. The afternoon 
session was devoted primarily to a 
round table discussion, with Vice-presi- 
dent Sam C. Carroll and N. Murray 
Longworth, chief underwriter from the 
home office and a number of the leading 
Managers as participants. 

Occidental Life held a luncheon, in 
charge of J. Logan Thayer, Wichita 
general agent. H. Smith Hagan, home 
office supervisor in Chicago, was the 
chief speaker. 

Columbian National Life held a din- 





FIELD 
SUPERINTENDENT 
WANTED— 


for recruiting, training and super- 
vising general agents and agents. 


Outstanding opportunity and fine 
prospects for future. Give full de- 
tails regarding age, experience, 
training, results, etc., including 
salary expected. Address Execu- 
tive Vice President, Federal Life & 
Casualty Company, Detroit 2, 
Michigan. 











ner with about 30 in attendance to honor 
the Levi B. Rymph agency of Wichita, 
which finished second in the President’s 
campaign. William  Beardslee, vice- 
president, and Christopher F. Lee, head 
of the accident and health department, 
represented the home office, 





Texas Prudential Agents 
Gather at San Antonio 


A zone meeting for industrial repre- 
sentatives of Texas Prudential from 
central and southwest Texas was held 
at San Antonio. R. W. Baitte of San 
Antonio welcomed the group. Home 
office representatives were R. W. Rogers, 
vice-president; Fred Mann, treasurer; 
R. L. Wallace, secretary, and A. C 
Rodgers, state supervisor. 

Supt. J. A. Love of Corpus Christi 
spoke on “Making Ordinary Increase,” 
stressing importance of keeping in touch 
with policyholders, and Supt. J. A. 
3aussa, Laredo, on “Collections and 
Arrears.” 

Minimizing the lapse hazard was the 
theme of Supt. B. R. Weaver of Mc- 
Allen. A. C. Rodgers, state superintend- 
ent, spoke on production, urging the 
importance of improved prospecting and 
sales technique. Joe Finger, San Antonio, 
emphasized the loss to agents and policy- 
holders when policies are lapsed. 


Other Speakers on Program 


Supt. P. R. Fincher of Austin dis- 
cussed the necessity for keeping abreast 
of conditions and being well informed. 
W. H. Hahn, assistant superintendent, 
San Antonio, emphasized the importance 
of selling the prospect the policy which 
fits his needs most exactly. 

Mrs. Hazel Chamberlain, superintend- 
ent, San Antonio, discussed “Mental At- 
titude.” 

At a luncheon, R. W. Rogers, vice- 
president, reviewed achievements of the 
year and spoke optimistically of business 
prospects. 





Hedges Agency Confers at K. C. 


Sixty members of the Kansas City 
agency of Equitable Life of Iowa and 
their wives held the annual sales con- 
ference and dinner. The agency com- 
prises central and western Missouri and 
eastern Kansas. The speaker was Ray 
E. Fuller, Des Moines, vice-president. 
Herbert A. Hedges, general agent, was 
host. 





Occidental Holds Regional 


Occidental Life of California held a 
regional educational meeting in San 
Francisco for three days this week for 
new agents in northern California. 
There was also a refresher course for 
experienced agents in the territory. 
Classes were conducted by Lester S. 
Roscoe, director of field training. 





N. W. Mutual Has Iowa Rally 


The Iowa Agents Association of 
Northwestern Mutual Life held a vic- 
tory meeting at Cedar Rapids, the first 
annual meeting of the association since 
the start of the war. 

Company officers in attendance in- 
cluded M. J. Cleary, president; Grant 
Hill, agency director; L. J. Evans, as- 
sistant agency director, and J. P. Mc- 
Donald, agency secretary. 





Mass. Mutual Officials in Okla. 


The home office of Massachusetts 
Mutual Life was represented at the an- 
nual meeting of the J. Hawley Wilson 
agency at Oklahoma City by Hampton 
H. Irwin, educational director; Michael 
Marchese, assistant secretary and man- 
ager of the underwriting department, 
and Dr. Howard Brown, assistant medi- 
cal director. Leading producers for 
1945 who received recognition were 
R. W. Dozier, Theo M. Green and 
Charles Warren. The meeting drew an 





Will Resume Conferences 


Minnesota Mutual Life is planning to 
resume this spring the regional confer- 
ences for general agents which were dis- 
continued during the war. 





Open Indianapolis Building 

Mutual Benefit Health & Accident 
and United Benefit Life held a three- 
day session opening their four-story 
Insurance Center building in Indian- 
apolis. More than 100 agents and offi- 
cials attended the final luncheon. The 
two companies will use the first and 
second floors. Vernon General occupies 
the fourth floor. 

John McGurk is resident vice-presi- 
dent in Indianapolis. 


NEW YORK 


Aetna Life Buys Big 
Newark Mercantile Building 


Aetna Life has purchased the build- 
ing and site of the L. Bamberger & Co. 
store in Newark for more than $6% 








district in several years. The store will 
continue to occupy the big building un- 
der a long term lease, the purchase by 
Aetna Life having been made for in- 
vestment purposes. 





GOLDSTEIN HAS BIG YEAR 


The Meyer M. Goldstein New York 
City general agency for Connecticut 
Mutual finished second in paid-for life, 
first in total of paid-for life and an- 
nuities, and first in gain in force. Paid- 
for life volume was $8,855,471 and an- 
nuities $1,448,265; the regular full-time 
business was the largest in the history 
of the agency. 

Mr. Goldstein’s Estate Analysis also 
reported steady progress and his Pen- 
sion Planning Co. worked $50 million 
of policies. 





N. ¥. C.L.U. PROGRAMS 


At the luncheon meeting of New 
York C.L.U. Feb. 21 Stuart A. Monroe 
will discuss “Thoughts on Selling To- 
day.” 

Mr. Monroe, a member of the New 
York Bar, until only recently was asso- 
ciate counsel of Equitable Society and 
is now agency assistant of that com- 
pany. He has been an instructor at 











Late in the year 1879, F. W. Woolworth opened a 
store in Lancaster, Pennsylvania, which was destined 
to become the forerunner of a great industry. A few 
months before, Fidelity had begun business in a one 
room office in nearby Philadelphia. 

From such humble beginnings have risen the great 
institutions serving the American people today. For 
the story of Fidelity, write for your copy of “The 
Company Back of the Contract.” 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


The Parkway at Fairmount Avenue 
== PHILADELPHIA 
= E. A. Roserts, President 
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the C.L.U. courses at New York Uni- 
versity for three years. 

At a luncheon meeting on March 19, 
Ralph L. Van Name, secretary of the 
New York City Employes’ Retirement 
System, will talk on “Discrimination 
in Taxation of Annuities.” : 

On April 12 the 1946 seminar will be 
held. 


WOMEN’S MEETING FEB. 5 


At the meeting of the League of Life 
Insurance Women of New York Feb. 
5 speakers will be Rosalie A. Higgins, 
Equitable Society, on “Intangible As- 
sets for Making Tangible Sales,” and 
Florence Stieler, New York Life, 
“Markets for Selling Women in 1946.” 


CHICAGO 


BELLIS TO ADDRESS WOMEN 














Charles W. Bellis, insurance represen- 
tative of the veterans administration, 
Hines hospital, will conduct a forum 
on veterans’ insurance problems at a 
meeting Feb. 13 of the Women’s Divi- 
sion of the Chicago Association of Life 
Underwriters. This will be a dinner 
meeting at the Chicago College Club. 

The division, which was formed in 
1933, holds classes in taxation, social 
security, sales methods, National Serv- 
ice Life Insurance and other current 
subjects. To help the public, hand- 
books of life insurance, panel discus- 
sions on “What Life Insurance Means 
to You and Your Community,” and ca- 
reer booklets are placed in high schools 
and given for use of women’s organiza- 
tions. The division is active in Red 
Cross work and is affiliated with 
“Women’s Share in Public Service.” It 
now has 154 members. 





EWING AGENCY ANNUAL MEET 


The annual get-together of the Wil- 
lard Ewing agency of Provident Mu- 


tual in Chicago was held last week. 
E. Phelps Todd, vice-president and in- 
surance supervisor, and E. A. Farring- 
ton, assistant manager of agencies, 
were present from the home office and 
Rigby Roskelley, chief examiner in Chi- 
cago were guests. The meeting was 
held at the Bismarck Hotel with 27 mem- 
bers of the office force present. 

Mr. Todd spoke on_ underwriting 
problems and risk selection and men- 
tioned that the company mortality rate 
last year was 46%. 

The importance of the agent to people 
was discussed by Mr. Farrington. He 
emphasized ‘that although the agent is 
important in himself, he is even more 
important to his policyholders. 

Special recognition was given to Bert 
Latturner, who has been agency leader 
for the past two years and is leading 
in 1946. 

Mr. Ewing presided and introduced 
the speakers. 





SCHRAGE JOINS HUNTINGTON 


David C. Schrage has been named 
vice-president of Huntington & Homer, 
Chicago A. H. general agents for 
Standard Accident and Michigan Life. 

Mr Schrage has been A. & H. exec- 
utive representative for Standard Acci- 
dent for three years. Prior to this, he 
was three years with Continental Casu- 
alty as A. & H. special agent, agency 
supervisor and A. & H. manager of the 
Chicago branch. He first entered in- 
surance as an agent for Travelers in 
Chicago, remaining for two years. 

Henry J. Huntington, president, fore- 
casts considerable expansion of his firm 
in the near future. Huntington & 
Homer have arranged hospitalization 
programs for several groups of profes- 
sional men including the Chicago Dental 
Society. 





NAME N.Y. LIFE MANAGER 


Dale A. Simpkins has been named 
manager of the Bankers building branch 
of New York Life in Chicago. 


Mr. Simpkins had been assistant 








Franklin. 
But first—get "thy shop." 


812 Olive Street 





“Keep Thy Shop and Thy Shop Will Keep Thee” 


It is well to recall this little gem from the homely philosophy of Benjamin 
You can build your own business in your own 
community when you are a General Agent for us. Think it over! 
Attractive General Agency territory open in Missouri, lowa, 
Arkansas, Mississippi, and Kentucky. 


For further information write to 
J. DeWitt Mills, Superintendent of Agents. 
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sales-management position. 
duction bonus plan. 





REGIONAL GROUP MANAGER 


An unusual opportunity is available to a Group Sales 
Specialist who is capable of building and leading a 
Group Insurance Sales organization in the Middle West 
for a prominent insurance company which is ready to 
expand its Group operations. 


The company wants a man with extensive successful 
Group Life and Group Disability sales experience for this 


Reply in confidence with full details to warrant interview 
in Chicago regional office during week of February 10th. 
Address Box E-68, The National Underwriter, 175 W. 
Jackson Blvd., Chicago 4, Illinois. 
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Excellent salary plus pro- 

















manager for New York Life at Mil- 
waukee for the past year. For three 
years prior to this, he had been assistant 
manager for northern Illinois in the 
Rockford sub-office. He began his in- 
surance career in 1939 as an agent in 
Milwaukee and spent two years in this 
capacity. He has made an outstanding 
record with the company in both pro- 
duction and management. 





BASIL COLLINS SPEAKS FEB. 14 


Chicago Life Insurance & Trust 
Council will hold a joint meeting Feb. 
14 with the Chicago Association of Life 
Underwriters, at which Basil S. Col- 
lins, assistant vice-president of the Old 
Colony Trust Company, Boston, will 
speak. He is an author and lecturer be- 
fore bankers and life insurance groups, 


and is past president of the Boston 
Trust Council and Boston C.L.U. 
Chapter. 





OWENS ASST. MGR. OF RENO AGENCY 


Llewellyn G. Owens has been ap- 
pointed assistant manager of the Rob- 
ert R. Reno, Jr., agency of Equitable 
Society at Chicago. 

Mr. Owens joined the Equitable in 
1932 after his graduation from North- 
western University school of com- 
merce and in 1942 he entered the navy, 
returning as a lieutenant commander in 
1945, “He isa C.L.U. 





WILL CONSIDER $500 MINIMUM 


Wisconsin National Life, through 
Robert F. McAuley, district manager 
in Chicago, now will consider applica- 
tions for life insurance as low as $500 
on adults and juveniles, and also will 
write non-medical. The company began 
i consider business from brokers on 
an. 





SPEAKERS GIVEN FOR FORUMS 


Speakers for the first two sessions of 
the Saturday morning sales forums 
sponsored by the Chicago Association 
of Life Underwriters, in the series to 
start March 2 and continue for five 
Saturdays, were announced this week. 
Fred A. Replogle, Ph.D., partner in 
Roher, Hibler & Replogle, will talk 
March 2 on “The Man from Whom I 
Buy,” and A. R. Jaqua, formerly of the 
Diamond Life Bulletins and now direc- 
tor of the insurance course at Purdue 
University, on “What It Takes.” March 
9, Carlton W. Cox, manager Metropoli- 
tan Life, Paterson, N. J., will speak on 
“The Debit Man Is on the Credit 
Side,” and Donald F. Barnes, director 
of research National Association of Life 
Underwriters, on “National Service Life 
Insurance.” 

Roland D. Hinkle, Equitable Society, 
is chairman of the educational commit- 
tee which has charge of the series. 





E. C. FOWLER’S TECHNIQUE 


E. C. Fowler, general agent of New 
England Mutual in Chicago, is very 
proud of his agency record in building 
men who have become general agents. 
There are seven very active and suc- 
cessful men who have graduated from 
his office and he takes satisfaction in 
having offered the means for these men 
to attain distinction. He is very much 
of the opinion that one of the duties of 
a general agent is to school salesmen 
for administrative work. 

In this connection it is necessary for 
the general agent to realize that in this 
line of effort he may in a way be the 
loser in that his company reaches down 
into his own staff and takes probably 
the best man. However, Mr. Fowler as 
a thorough going general agent and one 
who is very loyal to his company be- 
lieves that this training school is part 
of his duty. He has found that men 
work harder and are more ambitious 
when they realize there is an opportunity 
to go ahead. 

When it comes to supervisors or his 
assistants he does not attempt to guide 
them in their work of recruiting, secur- 
ing or training new men. He-frankly 
states that they know more about that 
work than he does. He gives them plenty 
of rope so that they can make progress. 


They grow because Mr. Fowler places 
responsibility on them and expects them 
to make good. He does say, however, 
that he attempts to infuse into his men 
something of what he calls “philosophy 
of agency work.’ That is, he finds 
there should be more to a general agent 
than ability to get new men and train 
them. There are administrative duties 
and processes that he thinks an agent 
should become acquainted with if he 
is going upward. He instills into these 
men the spirit of cooperation in work- 
ing with other agents and members of 
the office staff. He wants them to realize 
that there is much to be gained in learn- 
ing how to get along with men in these 
early stages. Therefore he talks much 
to them about becoming students of 
human nature, of endeavoring to build a 
loyal clientele to the office, of extending 
its reputation and creating new friends. 

He also makes a point to drill his men 
so that they can maintain friendly rela- 
tions with other general agents and 
companies. Following this course, if 
the agent has it in him Mr. Fowler will 
get him to a point where he will at- 
tract attention of the head office. 





RESPONSE TO ADVERTISEMENES 
Chicago life insurance managers find 
that advertisements in the daily papers 
for men will draw results these days 
chiefly among war service people who 
are returning. The Chicago “Tribune,” 
for example, will not allow any adver- 
tisement put in endeavoring to hide the 
insurance subject. The “Tribune” re- 
quires an advertiser to come out in the 
open saying that he is in the instirance 
business and is seeking insurance agents. 
That kind of an advertisement is draw- 
ing good results. So far a great many 
men applying for insurance work are 
eliminated by the aptitude test. How- 
ever, a number of promising young 
fellows are being picked up and trained. 





An aid to hospitalization sales—the 
Hospitalization folder. Get samples from 
The A. & H. Bulletins, 420 E. 4th St. 
Cincinnati 2, Ohio. 


LU. 


Trust Officer’s View on 
Estate Planning Given 


LOS ANGELES—“Estate Planning 
from the Trust Officer’s Viewpoint” 
was discussed by Robert Freeman, trust 
officer, Title Insurance & Trust Co., at 
a meeting of the Los Angeles C.L.U. 
chapter. Death taxes are at a high 
point, he said. The manner in which 
an estate is held at the time of death 
frequently has much to do with the 
amount of death taxes assessable against 
it. Joint tenancy often is desirable so 
long as the estate is small, but it may 
become expensive when the estate rises 
much above $60,000. 

The legal presumption in joint ten- 
ancy when a person dies is that the 
entire estate belongs to the deceased 
spouse, at least so it is taxed, unless 
the surviving spouse can prove contri- 
bution to the joint tenancy from sepa- 
rate property. The burden of sO proy- 
ing rests upon the surviving spouse, 
not upon the taxing authority. The re- 
sult is that in all but comparatively 
rare instances, the estate is taxed twice, 
upon the death of each spouse. 


How to Lighten Burden 


This double taxation burden may be 
lightened by havi ing the estate changed 
from a holding in joint tenancy to ten- 
ancy in common, and having a_ will 
made creating a testamentary trust 
with the trustee directed how to dis- 
tribute the -trust. 

Wise estate planning should so ar- 
range the estate as to reduce to a mini- 
mum the chances of loss when the 
guiding hand is removed and to take 
advantage of every existing legitimate 
means of tax saving. Then to purchase 
sufficient life insurance to cover the 
death duties. If tax laws change the 
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estate owner should have the arrange- 
ment checked and his will revised to 
keep the estate in the most advan- 
tageous tax position. 





Cover Law, Trust, Tax Changes 


“Significant Developments of the 
War Period in Law, Trusts and Taxes” 
is the title of the fourth and final 
volume to be issued by the American 
College in its series of refresher mono- 
graphs for C.L.U.’s and C.L.U. candi- 
dates now, or recently in the armed 
forces. : 

The various headings are: Introduc- 
tion to Law and Jurisdiction; Impor- 
tant Statutes Affecting Contract Rights 
and Remedies; Modifications of Law 
Pertaining Specifically to Armed Serv- 
ice Personnel (Soldiers and Sailors 
Civil Relief Act and other Special 
Legislation); Modification _of Legal 
Rights During the War Period; Credi- 
tors’ Claims As They Affect Life In- 
surance; Assignment of Life Insurance 
as Collateral; Government Regulation 
of Insurance; The Uniform Simul- 
taneous Death Act; Common Trusts; 
Extension of “Prudent Man” Invest- 
ment Rule for Trusts; Employee Pen- 
sion and Profit Sharing Plans (General 
Types Reasons for Development and 
Growth, Taxation Factors, Methods of 
Funding and Current Problems); Fed- 
eral Income Taxation on Individuals 
and Corporations (including Changes 
Made by Revenue Act of 1945); Taxa- 
tion of Life Insurance and Annuities; 
Federal Estate and Gift Taxation; State 
Death Taxes; Tax Reduction Proposals; 
Tax, Knowledge and the Life Under- 
writer; and Business Insurance Oppor- 
tunities and Problems. 





Irwin in Oklahoma City 

Hampton H. Irwin, educational di- 
rector of Massachusetts Mutual Life, ad- 
dressed the Oklahoma City C.L.U. 
chapter, presenting a number of sales 
ideas as to the challenges and tactics 
of present day life underwriting. 


POLICIES 


Sun of Can. Boosts 
Dividend Scale 20% 


Sun Life of Canada has announced a 
considerably increased dividend scale for 
1946, which is subject to ratification at 
the annual meeting to be held Feb. 12. 
The total amount apportioned for divi- 
dends is said to represent about 20% 
more than last year, and about $1 in- 
crease per thousand on most life and 
endowment plans over the 1945 scale. 
No material change was made, how- 
ever, in the dividends on investment 
types of contracts. 

The new scale is applicable for the 12 
months beginning April 1. 

The rate of interest payable on policy 
proceeds or dividends left with the com- 
pany remains 3%, or the guaranteed 
rate, if higher, 

















Pacific National Changes 
Form to 3°/, Basis 


Pacific National Life has revised its 
Premiums for 20-payment endowment at 
85, both participating and non-partici- 
pating. The reserve basis for this plan 
tas been changed from 314% to 3% 


American Experience reserve _ basis. 
Specimen premiums are: 

Non- Non- 
Age Par. Par. Age Par. Par. 
15 $29.10 $24.75 40 $43.94 $38.75 
20 31.20 26.73 45 49.33 43.77 
2% = 33.53 28.93 50 56.32 50.19 
30 36.27 31.53 55 65.67 58.65 
39.67 34.74 60 78.60 70.17 








q POSITION WANTED 

Assistant manager with prominent life insur- 
mce company in New York City, with years of 
‘xperience. Personal producer. Has varied 
®xperience in training g t of men. 
sires change with comparable duties. Ad- 
tress E-67, The National Underwriter, Room 
108, 99 John St., New York 7, N. Y. 
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Columbian Mutual Juvenile 
on Non-Medical Basis 


Columbian Mutual Life has placed ju- 
venile applications for amounts up to 
$5,000 on a non-medical basis through 
age 14. 

Waiver of premium benefits on the 
life of the original beneficiary is also 
provided for on a non-medical basis if 
the original beneficiary is under 45 at the 
nearest birthday. In.those cases where 
waiver of premium benefits on the life of 
the original beneficiary are included and 
the original beneficiary js 45 at nearest 
birthday, a medical examination is re- 
quired. 





Loyal Protective Dividend 
Scale Is Revised 


Total dividends to be paid in 1946 by 
Loyal Protective Life will be approxi- 
mately the same as if the 1945 scale 
were continued. However, on some 
forms dividends are increased, while on 
others there is a decrease. Dividends will 
be accumulated at 344% interest. Divi- 
dend illustrations for several forms are: 


Dividends End of Policy Year Total 


Age 2 5 10 15 20 20yrs.* 
10...$2.88 $2.94 $3.04 $3.49 $3.96 $63.36 
15... 2.91 2.98 3.11 3.61 4.15 65.20 
20... 2.96 3.04 3.20 3.78 4.39 67.69 
25... 3.03 3.13 3.31 3.98 4.68 70.84 
30... 3.11 3.23 3.45 4.23 5.04 74.72 
35... 3.22 3.386 3.63 4.54 5.47 79.54 
40... 3.35 3.52 3.85 4.92 6.01 85.49 
45... 3.53 3.74 4.13 5.40 6.67 93.04 
50... 3.77 4.03 4.48 5.99 7.50 102.70 
55... 4.09 4.40 4.91 6.72 8.54 115.05 
60... 4.53 4.89 5.45 7.70 9.92 131.17 
Ordinary Life Endowment Age 85 
10... 2.93 2.98 3.09 3.59 4.12 65.04 
EDs<« acne 3.03 3.16 3.73 4.31 67.04 
20... 3.02 3.10 3.26 3.89 4.55 69.61 
25... 3.08 3.18 3.36 4.09 4.84 72.68 
30... 3.16 3.28 3.50 4.34 5.20 76.48 
35... 3.27 3.41 3.68 4.65 5.64 81.37 
40... 3.41 3.59 3.92 5.04 6.20 87.66 
45... 3.59 3.81 4.20 5.54 6.87 95.37 
50... 3.83 4.10 4.55 6.14 7.74 105.27 
55... 4.15 4.47 5.00 6.94 8.85 118.12 
60... 4.59 4.96 5.56 7.93 10.36 134.72 
20 Payment Life 
10... 3.20 3.385 3.65 4.59 5.60 80.07 
15... 3.25 3.41 3.74 4.75 5.84 82.53 
20... 3.81 3.49 3.85 4.94 6.12 85.49 
25... 3.387 3.57 3.96 5.16 6.44 88.75 
30... 3.45 3.67 4.11 5.42 6.82 92.81 
35... 3.55 3.80 4.28 5.72 17.26 97.4 
40... 3.67 3.95 4.47 6.07 7.76 102.95 
45... 3.82 4.13 4.70 6.48 8.35 109.45 
50... 4.03 4.37 4.98 6.96 9.06 117.46 
55... 4.30 4.67 5.382 7.55 9.95 127.41 
60... 4.68 5.08 5.75 8.31 11.13 140.58 
20 Year Endowment 
10... 3.87 4.27 5.04 7.08 9.31 117.59 
15... 3.88 4.28 5.05 7.09 9.33 117.82 
20... 3.89 4.29 5.06 7.12 9.36 118.21 
25... 3.90 4.380 5.07 7.14 9.41 118.64 
30... 3.938 4.32 5.09 7.17 9.46 119.28 
35... 8.96 4.35 5.12 7.23 9.55 120.28 
40... 4.00 4.40 5.16 7.31 9.68 121.73 
45... 4.08 4.48 5.24 7.44 9.89 124.17 
60... 4.21 4.61 5.36 7.66 10.22 138.12 
55... 4.40 4.82 5.56 8.038 10.79 134.52 
60... 4.73 5.15 5.87 8.59 11.68 144.70 
Retirement Income at Age 65 
3.04 3.14 3.34 4.04 4.78 71.70 
- 3.12 3.24 3.48 4.29 5.15 75.57 
- 3.22 3.37 3.66 4.62 5.63 80.57 
- 3.34 3.53 3.90 5.04 6.27 87.06 
- 3.50 3.75 4.21 5.61 7.10 95.64 
- 3.74 4.05 4.65 6.39 8.26 107.59 
- 4.06 4.47 5.26 7.51 9.97 124.70 
- 4.57 5.138 6.22 9.26 12.58 151.24 
owe S42 «66.38 7.86 129.24 ... REGIS 
A 8.45 11 2 





*Totals are to age 65. 


~ RECORDS. 


Wisconsin National Life — January 
business was more than double that of 
the same month last year. A.&H. pre- 
miums increased $115,000 or 23.7%. 











Great Northwest Life—Paid for busi- 
ness in 1945 showed an increase of 78% 
over 1944 and insurance in force in- 


creased 2.4 times over 1944. 





International Claim Assn. 
To Meet in Quebec Sept. 9-11 


The thirty-seventh annual meeting of 
the International Claim Association will 
be Sept. 9-11 at the Chateau Frontenac, 
Quebec. 

A program covering post-war prob- 
lems and developments relating to in- 
surance claim matters is being planned. 


ACCIDENT AND HEALTH 





Overinsurance No 
Reinstatement Bar, 
Ill. High Court Finds 


An insurer is not permitted to require, 
as a condition of reinstating a non-can 
A. & H. policy that the.insured reduce 
the amount of his other insurance, the 
Illinois supreme court has decided, in 
reversing the appellate court in Kahn vs. 
Continental Casualty, The court ob- 
served that the policy contained no re- 
strictions on the amount of indemnities 
or disability payments to be carried or 
thereafter contracted for by the insured 
from other*companies, either as a con- 
dition to the insurer’s liability under 
the policy or to its reinstatement. When 
the insured tendered the defaulted pre- 
mium and furnished evidence of insur- 
ability he was entitled to reinstatement 
of the contract in its original form, the 
court stated. 

Nat Kahn was the insured. The pol- 
icy was issued May 15, 1923. It provided 
$10,000 principal sum and up to $400 a 


month disability benefits. In 1941 he 
overlooked the payment of the premium 
and two days following the running out 
of the grace period he tendered a check 
to Continental which it refused to 
accept. 


Other Insurance 


In negotiations looking to reinstate- 
ment, in answer to a question, Kahn set 
forth that he had other policies that pro- 
vided for monthly total disability pay- 


ments aggregating $483. His earned 
income for the previous year was 
$7,958. His average earned income over 


the period of 18 years was $10,517. 

Continental expressed a willingness to 
participate in up to $500 monthly in- 
demnity or 50% of the applicant’s net 
earned income, either or both. It said 
that the $500 maximum limit must in- 
clude its policy and all other policies. 
Continental said Kahn could get down 
to that basis either by reducing the Con- 
tinental policy or other policies. 

It is conceded that Kahn was in good 
health and otherwise entitled to a re- 
instatement. 

The reinstatement provision provided 
that within six months from the date 





THE NEW INSURANCE 


MONEY 


MAKER 


issued by the 


ILLINOIS BANKERS LIFE ASSURANCE 
COMPANY 


THE INCOME BUILDER 


I. We have a NEW PLAN to enable you to make more 


money in these times. 


ONE-TENTH THE SALES, through large first commis- 


sions and large renewal commissions will return you 
TEN TIMES the earnings of the same volume of life 
insurance alone under our plan. 


IN ONE YEAR, you build as large a renewal income as 


you would in ten years writing the life insurance alone 


under our plan. 


This Insurance Pays All Ways: 


If you live too long. 

If you do not live long enough. 

If you are disabled. 

If you have an emergency need for cash. 


ALL AT EXCEEDINGLY LOW COST. 


HUGH D. HART 
Vice President and Director of Agencies 


Illinois Bankers Life 
Assurance Company 


MONMOUTH, ILLINOIS 
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of default and payment of the defaulted 
premium the policy may be reinstated 
“provided the insured shall submit with 
such application evidence of insurability 
satisfactory to the company.” 


Position of Continental 


Continental contended that this 
phrase did not limit it in determining the 
question of insurability to a considera- 
tion of matters concerning health only 
but included all subjects reasonably af- 
fecting his insurability. 

Continental offered evidence tending 
to show that it was the usual and con- 
ventional rule of insurers not to issue 
non-can policies providing for disability 
indemnities in excess of 50 to 60% of 
the insured’s net income. The court stated 
that if such a rule exists it was formu- 
lated and adopted after the Kahn policy 
was issued. This rule was not observed 
at the time the policy was issued. 

The right to reinstate is a valuable 
contractual property right which sur- 
vives the lapse of the policy, the su- 
preme court stated. And such right is 
controlled solely by the terms of the 
policy, 

The supreme court declared that Con- 
tinental had admitted the insurability of 
Kahn and the only difference was as to 
the amount of indemnities he would be 
permitted to carry in other companies. 
The policy was issued with no pro rata 
of payment clause and no restrictions on 
the right of the insured to carry other 
insurance. The conclusion is inescapable 
that such restrictions were deliberately 
omitted in order that such _ policies 
could be sold as non-cancellable, unre- 
stricted health and accident insurance. 
Instead of inserting a provision denying 
or limiting the right to carry insurance 
with other companies, Continental care- 
fully limited its liability to the insured’s 
average earnings during the two year 
period preceding the disability. 


Concern Over Blue 
Cross Campaigns 


The Accident & Health Underwriters 
Association of Newark called a special 
meeting there to discuss the expansion 
plans of the Hospital Service Plan of 
New Jersey. The latter some time ago 
discontinued soliciting individual busi- 
ness but is now making an active cam- 
paign for it. It has set up booths in 
stores and banks and is using other 
means to obtain new subscribers of this 
type, in order to meet the decline in 
layoffs in 





group enrollment caused by 
war plants. 

The announced subject of the meeting 
was i 
and health underwriting.’ 

Producer interests are particularly con- 


“recent developments in accident 


cerned about the campaign being con- 
ducted in Newark. The drive is picking 
up hundreds of individual hospitalization 
prospects and some policyholders on a 
group basis. 

Associated Hospital Service of New 
York conducted a special 10-day enroll- 
ment campaign in Yonkers recently that 
was a whooperdo. Booths were set up in 
fire departments, ministers and priests 
mentioned the drive in their sermons 
and distributed literature, and it was 
made pretty much a community affair. 
The previously required statement of 
medical history was waived. All the ap- 
plicant had to do was put down his 
name and he was in. Full page adver- 
tisements in the newspapers called at- 
tention to the campaign. 

Other Blue Cross organizations will 
stage similar campaigns over the coun- 
try, insurance men believe. 





Continental Tops 
$21 Million in “45 


and health premiums of 
Continental Casualty in 1945 totaled 
$21,370,262, an increase for the year of 
$4,841,465, J. M. Smith, vice-president in 
charge of the accident and health de- 
partment, reports. The goal set for 
the year had been an increase of $3,- 
500,000 and total writings of $20 mil- 
lion. The increase for the year was 
29.3%, as against an estimated gain 
of 15% for the business as a whole. 

Last year the Canadian division in- 
creased its premiums 40.9%, from $2,- 
033,291 to $2,865,743. The intermediate 
division jumped 56.9%, group 69%, 
and aviation 96.2%. The increase in 
the disability division was $1,800,198, 
while the commercial and railroad divi- 
sions each showed increases of more 
than $500,000. 

Total accident and health 
in 1942 were $11,256,178, so 
three-year increase is 89.8%. 


Accident 


writings 
that the 





Situation as to Group 
Policies on War Risks 


Accident and health companies writ- 
ing group insurance for large war and 
defense industries are finding that there 
is now a rapid decrease in numbers and 
contracts have had to be revised. Where 
accident and health insurance was writ- 
ten on the franchise plan, that is, where 
individual policies were issued, the lapse 
is not so great because each man has his 
policy and it is good wherever he goes. 

The general feeling is that there 
should be participation on part of em- 
ployes since that will make them feel a 
greater sense of individual responsibility. 

















3a simple matter! 
With a Bankers Mutual Life contract, 
tailored to your measure. An Agent's 


and Policyholder's Company "where 
the Agent reigns supreme" 
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The trade unions are insisting on an in- 
crease in number of days of sick leave. 
This may have the effect of revising 
group policies. The trade union pressure 
at strong and has to be reckoned 
with. 





Ream Nat'l Protective Head; 
Smothers Joins Company 


KANSAS CITY—Ross J. Ream, one 
of the founders of National Protective 
has been elected president, succeeding 
Robert A. Ridgway. 

G. T. Smothers, for the last 14 years 
an official of Central Surety of Kansas 
City, was elected vice-president. He was 
vice-president and secretary of Central 
Surety. 

Mr. Ream has 
urer of National 


been secretary-treas- 
Protective since its 
organization in 1926. M. M. Walker re- 
places Mr. Ream in that position. 

Harry M. Polley and G. L. Ream 
were reelected first vice-president and 
controller, respectively. 

Mr. Ridgway started with Travelers 
in 1905 at Indianapolis. He later served 
as division manager for Federal Life 
at Kansas City 15 years and in 1926 
he and Mr. Ream organized National 
Protective. 


Ky. Bill Would Neutralize 
Effect of Tax Decision 
LOUISVILLE—Banks, trust com- 


panies and insurance companies are gen- 
erally in favor of a bill introduced in 
the Kentucky legislature to offset a 
court of appeals decision last fall, 
which held that income from pensions 
and annuities was subject to an ad 
valorem tax of 50 cents per $100 of 
valuation, and was due, collectible and 
payable on the basis of life expectancy 
value as shown by insurance mortality 
tables. 

The bill was worked up by David 
McCandless, Jr., Louisville attorney. It 
would reduce the rate from 50 cents to 
5 cents per $100 of valuation, but also 
would base values on fair cash values 
estimated at the price the particular 
right to receive income in question 
would bring at a fair voluntary sale, 
and the bill would enjoin the use of 
mortality tables to estimate the period 
during which the right to receive in- 
come would be enjoyed and basing the 
tax on such a table. 





Study Housing Barrier in Mich. 


LANSING—Goy. Kelly has asked 
Attorney General Dethmers for an in- 
terpretation of the state constitutional 
provision that no corporation shall hold 
any real estate for a longer period than 
10 years, except such real estate as it 
occupies. Should the opinion indicate 
a real barrier exists to direct housing in- 
vestments by insurers, it is anticipated 
that the governor will submit to the 
special legislative session, scheduled to 
start Feb. 4, a proposal that a joint 
resolution be adopted to refer an 
amendatory clause to the electorate. 





Atlas Expands A. & H. Field 


_W. M. West, manager of the new ac- 

cident and health department of Atlas 
Life of Tulsa, which has established 
general offices at Oklahoma, reports 
that it has recently added 10 states and 
is entering five more, to write all lines 
yo accident and health including whole- 
sale. 





Loses Round in Fla. Tax Fight 


Prudential has lost the suit it brought 
against Florida in the state court to 
recover premium taxes paid under pro- 
test on 1944 business on the ground 
that the tax interferes with interstate 
commerce. Prudential expects to appeal. 
The Florida law has been amended to 
remove some of the features regarded 
as being possibly unconstitutional. 


AGENCY NEWS 


a, 


J. R. Townsend Celebrates 
Achievements of Past Year 


A two-session agency meeting was 
conducted by J. R. Townsend, Indiana. 
polis general agent of Equitable of Iowa 
who outlined the progress made by the 
agency the past year and achievements 
of certain producers in the agency. 

Milton Elrod, attorney, discussed es- 
tate analysis and planning as a source 
of business; R. W. Hilgedag, R. & R 
Service, spoke on partnership insurance, 
and Howard E. Nyhart on_ pension 
trusts. 

Eber Spence, general agent of Proyj. 
dent Mutual Life, was the closing speak. 
er on “The Underwriter’s Greatest Op. 
portunity.” 

Others from the agency who took part 
in the program were Lowell T. Boyd, in 
charge of the Kokomo office; Karl W, 
Hahus, Forrest G. Sherer, William Men- 
denhall, Sam Ferguson and Joseph Hoch, 


Pocquette Feted on 25th Year 


J. C. Pocquette, assistant manager of 
the Shorewood (Milwaukee) agency of 
Metropolitan was honored at a dinner 
celebrating his 25th year with the com- 
pany. Retired Manager M. J. Le 
Breck, who appointed Mr. Pocquette as 
an agent in 1921, presented him with 
the company’s service medal. The 
agents presented him with a plaque on 
which the signature of each employe of 
the agency was inscribed. 

Frank J. Manning is 
ager. 








agency man- 





Hibbard Agency Ranks No. 1 
The Wayne E. Hibbard agency of Pa- 

cific National Life at Portland, Ore, 

ranked first throughout the nation from 


the standpoint of volume of life sales | 


in 1945. 





Newark Wins from St. Louis 

The inter-agency contest between the 
St. Louis and Newark agencies of Pa- 
cific Mutual Life was won by Newark 
with 256% of its quota as compared to 
225% for St. Louis. The high man in 
points at Newark was Theodore Mit- 
chell, and Ralph Feldman was high in 
percentage of quota with 244%. 





Victory Luncheon in Columbus 


The Columbus agency of New York 
Life held a victory luncheon there Fri- 
day, commemorating one of the greatest 
years in the company's history. Harry 
H. Hicks, superintendent of agencies in 
Chicago, gave the principal address. The 
agency honored its two leaders, Herchel 
E. Henry, Columbus, and Harry D. 
Hazelrigg, Cadiz. 





Honor Cedar Rapids Veterans 


Oscar A. Anderson, Cedar Rapids, 
general agent of Equitable Life of Iowa, 
entertained representatives of the agency 
at a luncheon. Honored guests wert 
Charles J. Lee, who is starting his 35th 
year with the company; Byron A. Bar- 
low, his 30th year, and J. N. Wilson, 
his 21st year. 

Miss Leola Zadvosky of Cedar Rapids, 
W. Russell Deatherage of Dubuque, 
G. E. Grunewald of Iowa City and 
Charles J. Lee of Williamsburg were 
announced as qualifying to attend the 
agency club meeting at Quebec this 
summer. 





John V. Hovey is back with the N. E. 
Williamson agency of Connecticut Mu- 
tual at Denver, after three years in the 
navy. He was a lieutenant serving 4 
communications officer on an_ assault 
transport in the south Pacific. Prior t0 
the war he was district agent for Com- 
necticut Mutual at Madison, Wis., for 
nine years following his graduation from 
University of Wisconsin. 
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Hugh Bell Gives 
Two Detroit Talks 


The 


success 


for 
were 


attributes 
selling 


seven 
in life 


necessary 
insurance 


likened to the seven primary colors of 


the rainbow by iE. S. Bell, general agent 
of Equitable of Iowa at Seattle, in a 


talk before the -Detroit Life Under- 
writers Association on “The Rainbow of 
Success.” 


Red represents character and person- 
ality, without which success is impos- 
sible, he said. Orange represents a 
positive mental attitude, which is essen- 
tial to the salesman. He urged the agents 
to avoid talking to pessimists, listening 
to radio commentators and reading de- 
pressing stories about strikes, murders 
and calamities, but instead to talk with 
successful people and read insurance 
journals. 


Urges Kindliness 


Yellow stands for friendly kindliness, 
he said. Every agent should develop this 
if he does not possess it. Light green is 
the “go” signal, representing work; dark 
green represents prospecting. Mr. Bell 
has employed the “call next door” pros- 
pecting technique with success in his, 
agency. Every time an agent makes a 
call and.cannot see his prospect, he goes 
next door and cold canvasses the neigh- 
bor. 

Blue is sales technique. Salesmen must 
be salesmen and forget about being coun- 
sellors and estate engineers. The visual 
technique in selling is used far too little. 

Purple represents records and credits, 
the bookkeeping part of the salesman’s 
business. The Bell agency uses an effort 
quota system for stimulating success. 
Each man is required to make a mini- 
mum of 10 calls and a¢ least four selling 


interviews per day, with a minimum of 


one sale per week. They are also re- 
quired to work three nights a week, take 
prospects to lunch at least three times 
a week and to make at least eight chart 
presentations per week. 


Other Requirements 


Every man is required to be at the 
office at 8:30 every day for a 15-minute 
sales meeting for which material from 
insurance journals, books and courses is 
used. He is also asked to be out of the 
office not later than 9:15 and to return 
from 4 to 4:30 to enter his records of 
the day’s work and prepare his lists for 
the following day’s calls, with at least 
24 names, 

Effort, rather than production, is 
stressed in the Bell agency and there is 
no need for Mr. Bell to hammer for 
more production; sales take care of 
themselves. 

The previous evening 
dressed the Associated 
Agents & Managers on 
and Oil,” covering 
ground, 


Mr. 
Life 
“Agency 
much the 


Bell ad- 
General 
Gas 


same 


llinois State Meet and 
Sales Congress April 26-27 


The dates have been set for the an- 
nual meeting of the Illinois Association 
of Life Underwriters and the annual 
Chicago sales congress. Both will be 
held in the Hotel La Salle, Chicago, the 

state meeting April 26 and the congress 
April 2 27. As in the past the state meet- 
ing will start at a luncheon and will be 
somewhat abbreviated. 

Thomas A. Lauer, district agent of 
Northwestern Mutual Life at Joliet is 
the retiring state president and will pre- 
side. Kenney E. Williamson, Peoria 
general agent of Massachusetts Mutual, 
iS vice-president and undoubtedly will 
be elevated to the top post at Chicago. 

In the afternoon there will be a gen- 
fal agents and managers conference, 
sponsored by the Life Agency Managers 
at Chicago, over which Byron C. Howes, 


Chicago general agent, Berkshire Life, 
the managers’ president, will preside. 
There probably will be two or three ad- 
dresses on important current topics by 
practical agency men. In the evening 
there will be a cocktail party and then 
the annual banquet with Tom Lauer as 
toastmaster. 

The Chicago Sales Congress the next 
day will be an all day affair, with morn- 
ing and afternoon sessions, including 
both practical and inspirational talks on 
life insurance. H. K. Nickell, Connec- 
ticut General Life, the Chicago associa- 
tion president, will preside. 





Connell Addresses 
Colorado Sales Congress 


DEN VER—Clancy D. Connell, president 
of the National Association of Life Under- 
writers, was principal speaker at the 26th 
annual sales congress of the Colorado As- 
sociation in Denver, Wednesday. 

Mr. Connell emphasized that the agent 
of the future must come to be regarded 
more as a friendly adviser than a salesman. 
He said that National Service Life Insur- 
ance has gone a long way toward convinc- 
ing veterans and their families of the neces- 
sity of insurance. He said that the idea 
that social security is a competitor with 
private insurance has been changed and 
that most people now realize they must sup- 
plement social security with other insur- 
ance to retire in comfort. 

Luke J. Kavanaugh, Colorado commis- 
sioner, told the association that insurance 
companies must decide whether they want 
federal or state supervision and then take 
a vigorous stand on their decisions. 

A special table was provided at luncheon 
for 78 members who had sold more than a 
quarter of a million dollars during the past 
year. More than 100 agents from Colorado, 
Nebraska and Wyoming attended the con- 
ference. 


Nashville Congress Feb. 21 
to Hear Noted Speakers 


NASHVILLE—C. D. Connell, 
N.A.L.U. president; Jul B. Baumann, 
Houston; Commissioner McCormack, 


president of the National Association of 
Insurance Commissioners; C. E. Lucker, 
supervisor of agencies of National Life 
& Accident, Nashville, are the principal 
speakers lined up by the Nashville 
Association of Life Underwriters for 
its annual sales congress Feb. 21. Scla- 
ter Brown, Equitable of Iowa, is pro- 
gram chairman. 

The congress will be held in the 
auditorium of National L. & A. and the 
agents attending will be guests of Life 
& Casualty for lunch. 

“T have never seen normal times, 
never expect to see normal times, and 
we wouldn’t recognize ’em if they came 
our way, but life insurance is a neces- 
sity and you can sell it even in the 
abnormal times that we are living in,” 
H. H. Irwin, educational director Mass- 
achusetts Mutual Life, declared in ad- 
dressing the January meeting. He dis- 
cussed the current insurance market 
and said the “honeymoon” is over; the 
market has changed. He offered sug- 
gestions on selling. 


Cleveland Sales Congress 
to Be Held Feb. 14 . 


The annual sales congress sponsored 
by the Cleveland Life Underwriters 
Association will be held Feb. 14, with 
morning and afternoon sessions. It 
will be a “Quality Sales Congress.” 

A. F. Priebe, agent for Penn Mu- 
tual at Rockford, IIl., will speak on 
“Increased Sales Through Program- 
ming” in the morning session, and W. 
P. Worthington, vice-president and su- 
perintendent of agencies of Home Life, 
on “Do You Have a _ Conversion 
Problem.” 

Speaker at a luncheon will be Dr. 
Wilbur White, dean of the graduate 


school of Western Reserve University, 
on “Foreign Affairs.” 

C. Preston Dawson, general agent 
New England Mutual, New York City, 
will address the afternoon session on 


“Prospecting Today,’ and _ Paul 
Speicher, R. & R. service, on “Where 
Our Business Will Come From _ in 
1946.” 

Associations in the nearby cities of 
Akron, Canton, Warren, Youngstown 
and Ashtabula have been invited. 


Arkansas Assn. Condemns 


Preferred Risk Policies 
At the mid-year meeting of the 
Arkansas Association of Life Under- 


writers directors, a resolution condemn- 
ing preferred risk policies as being un- 
fair to life agents was adopted. 

The resolution stated that this type 
of policy achieves lower premiums 
through a lower agént’s commission and 


is unfair and not in the interests of 
the public. 
Washington-Baltimore 
Conference Feb. 20 

Plans have been completed for the 


Washington-Baltimore Life Underwrit- 
ers Conference to be held Feb. 20, at the 
Mayflower Hotel, Washington. This con- 
ference is an annual affair conducted 
alternately in Washington and Balti- 
more. 

On the program for the day will be 
C. Brainerd Metheny, president of the 
Pittsburgh association, speaking on “The 
Magic of Life Insurance”; Dr. Meyer 
Jacobstein, research staff, Brookings In- 
stitute, “Looking Ahead”; Clifton E. 
Reynolds, administrative assistant to the 
vice-president in charge of field manage- 
ment, Metropolitan Life, “Security Guar- 
antors”; Lester O. Schriver, general 





agent Aetna Life, Peoria, Ill., “Our 
Thinking in an Atomic Age.” 

A panel on national service life insur- 
ance will be led by Capt. Charles J. 
Zimmerman, U.S.N.R., past president 
N.A.L.U. On the panel will be John D. 
Marsh, general agent Lincoln National 
Washington, D. C.; H. L. McCoy, ex- 
ecutive assistant Veterans Administra- 
tion, and Donald F. Barnes, director of 
research N.A.L.U. 

It is expected that 500 agents will 
attend. W. J. McCausland, Acacia Mu- 
tual, Washington, D. C., is general chair- 
man, and W. J. Kenealy, president Bal- 
timore association, is vice-general chair- 
man, 


Philadelphia Sales 
Congress Scheduled Feb. 7 


The annual sales congress of the 
Philadelphia Association of Life Un- 


derwriters will be held Feb. 7 

George A. Hatzes, manager of Fi- 
delity Mutual at Washington, D. C., 
heads the program with “Life Insur- 
ance in Action.” “Handling Objec- 
tions” will be treated by John D. 
Howell, John Hancock Mutual, New 
York City. Mr. Howell uses a travel- 
ing microphone and at_ point-blank 
range answers questions from the floor. 

James A McLain, president of 
Guardian Life, will close the meeting 
with “The Life Insurance Market To- 
day and Tomorrow.” 





Va. Association Meets May 24-25 


The annual convention of the Virginia 


Association of Life Underwriters will 
be at the Cavalier Hotel, Virginia 
Beach, May 24-25. C. C. Nelson, Peo- 


ple’s Life, Petersburg, is president. 


Mich. Annual Meeting May 3 
The annual meeting of the Michigan 
Life Underwriters association will be 









































































































































Brighter Horizons 


Economists say the new era of prosperity has 


begun. 


door to full participation in prosperity. 


The Life Insurance field offers an open 


For 


Shenandoah Life representatives these things help 
make the horizon brighter: 


Liberal first year and vested renewal commis- 


sions; fair contracts and group life insurance at 
company expense; friendly relations with the 
Home Office; a well-rounded line of policies. 


Openings in Virginia, West Virginia, North 
Carolina, South Carolina, Tennessee, and Ala- 


bama. 





? 


PAUL C. BUFORD, President 
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24 
held May 3 in Grand Rapids, it is an- 
nounced by Harold C. Brogan, secre- 


tary-treasurer. 

There are now 14 active associations 
affliated with the state organization, 
having a combined membership of ap- 
proximately 1,250. 

Detroit—A seminar on veterans’ affairs 
will be held Feb. 9. It will feature three 
members of a flying squad touring the 
country under the joint auspices of the 
N.A.L.U. and Veterans Administration. 

Salt Lake City—C. D. Connell, presi- 
dent National association, spoke at a 
luncheon meeting. Company executives 
attended, and also life agents from 
Ogden, Provo and Logan. F. J. Mozley, 
association president, presided. Grant 
Taggart, Cowley, Wyo., former national 
president, was present. National Com- 
mitteeman Frank Mozley presented Mr. 
Connell. At an early breakfast the lat- 
ter was guest of the Utah Life Man- 
agers, and discussed “The Recruiting 
and Training of New Men.” He left for 
Denver. 

Richmond, Va.—A 
was held with discussion 
Service Life Insurance. 

Lynchburg, Va.—More 
agents in Virginia, North 
District of Columbia will 
March 16 for a one-day seminar spon- 
sored by the National association and 
the veterans’ administration. 

Memphis, Tenn.—E. T. Proctor, 
western Mutual, Nashville, 
ing business insurance. 

Jackson, Tenn.—A round-table discus- 
sion on “I am in the life insurance busi- 
ness because—” featured the January 
meeting. It was prefaced by an ad- 
dress by A. D. Barner. i 

Richmond, Va.—At the January lunch- 
eon-meeting a skit was put on by Life 
of Virginia under direction of H. R. Hill, 
district manager. It was a demonstra- 
tion of a sales plan successfully used by 
the field men of that company. The plan, 
used to introduce a new policy in Octo- 
ber, has resulted in writing of more 
than $5 million of business. A. C. Ellett, 
assistant district manager, representing 
the policyholder; Edaard Thompson, 
agency training superintendent, repre- 
senting the life agent; L. C. Moore, 
assistant district manager, represent- 
ing the prospect, and Mrs. Frances H. 
ganta, secretary, agency training divi- 
sion, representing the prospect’s wife, 
took part. Fred Bunnell, New England 
Mutual, association president, announced 
membership had been increased to 335 
since the last meeting. Mr. Hill has been 
endorsed for election as national trus- 
tee succeeding E. D. Calhoun of Roanoke, 
who was named superintendent of agen- 
cies of Shenandoah Life. 

Roanoke, Va.—Personality is not 
superficial and cannot be obtained by 
resolution overnight, David D. Taylor, 
Shenandoah Life, Clarksburg, W. V., said 
in speaking on “Building a Winning 
Sales Personality.” 

“To improve personality 
have a genuine desire 
‘Secondly, we must 
self-analysis and we 
gauging the reaction of 
us.” 


seminar 
National 


veterans 
of 


than 350 
Carolina 
gather here 


life 
and 





North- 
spoke on sell- 


we must first 
to do so,” he said. 
indulge in honest 
can do this by 
other people to 


ow Sets Up Record 

C. Beaucage, Portland, Ore., agent 
of gether es Life of Iowa, topped all 
other agents of the company in Oregon 
in 1945 in volume of new life insurance 
sold, Thomas J. Binder, general agent, 
reported. The agent's total was $502,- 
000; average size of policy written $5,- 
600, lapse ratio less than 2%. For 1,060 
consecutive weeks he has not skipped a 
week without selling a policy, a record 
which placed him No. 4 with his com- 
pany in the United States. 
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Sullivan New Head 
at San Antonio 


Francis C. Sullivan of Occidental Life 
was elected president of the San Antonio 
Life Managers Club and these other of- 
ficers were named: C. E. Wood, Frank- 
lin Life (industrial), vice-president; Leon 
Braskamp, secretary-treasurer, West 
Coast Life; and directors—L. C. Russell, 
American National; L. C. Bradley, Fidel- 
ity Union; Russell Good, American Hos- 
pital & Life; G. A. Helland, Connecticut 
Mutual, and L. E. McCluer, New Eng- 
land Mutual. 

A. R. Wilson, president of Amicable 
Life, spoke on the trend of mortality and 
premiums. 

The American experience mortality 
table is obsolete, he said. Mortality 
among infants has been greatly decreased 
and many infants that formerly died 
before reaching age one year now live. 
An increased number of persons live to 
be 21, the age at which life companies 
are accustomed to insuring lives. He 
stated that 21 year old people now have 
only a two year greater expectancy than 
formerly. He spoke of the popular belief 
that more people are dying of cancer 
heart and circulatory diseases, and said 
that actually the percentage is lower. 

Mr. Wilson noted the problem of com- 
panies in finding investments which will 
bring an adequate rate of interest. He 
cited the investment in government 
bonds as evidence of difficulty in finding 
satisfactory interest-bearing investments 
permitted to companies under legal re- 
strictions. He stated life companies were 
elad to do their part in financing the 
war but that had more attractiv e interest 
rates been available companies would 
not have invested funds to the same ex- 
tent. Life expectancy has been greatly 
increased, he said, but the life span has 
not increased and the mortality has not 
changed materially. 


Omaha Managers’ Panel 
on Industrial Operations 


A panel discussion on “Industrial 
Agency Operations” was conducted at 
a meeting of the Nebraska Life Agency 
Managers Association at Omaha. The 
program chairman was N. S. Pierce, 
Metropolitan Life. 

Lee Wandling, chairman of arrange- 
ments for the mid-year meeting of the 
National Association of Life Under- 
writers to be held at Omaha in March, 
told of plans. W. Fraser, Lincoln, 
told of the next meeting to be held 
at Lincoln, on the subject “The Guertin 


Bill.” 


Dr. Lee Los Angeles Speaker 


LOS ANG ELES—“Recent Trends in 
Medical Selection” were reviewed by 
‘ble OF Lee, medical director of Pa- 
cific Mutual Life, before the Life In- 
surance Managers AsSociation of Los 
Angeles. 

He illustrated his address with charts. 
He said approximately 50% of deaths 
result from circulatory diseases, How- 
ever, research studies have shown that 
there is less danger from death from 





WANTED! 


STATE AND ASSISTANT STATE MANAGERS 


A large and well-established Life Insurance Company, operating throughout the United 
States, has openings for men with managerial experience who can earn between 
Excellent opportunities in the following states: 


ARKANSAS 
MISSISSIPPI 


$5000 and $10,000 per year. 


INDIANA 
PENNSYLVANIA 


Send photo and give age and experience in first letter—all inquiries will be considered confidential. 
Write Box E-56, THE NATIONAL UNDERWRITER, 175 West Jackson Blvd., Chicago, Illinois. 


LOUISIANA 
GEORGIA 








circulatory diseases in the future than 
at present. He said the mec dical ex- 
aminer must do his work well or else all 
statistics will not be accurate. 

The association celebrated the 30th 
anniversary of W. K. Murphy as gen- 
eral agent of Northwestern Mutual Life 
in Los Angeles. 


Leaders in Shreveport 
Agencies Are Crowned 


The Managers Association of Shreve- 
port gave a banquet for the leading pro- 
ducers in Shreve- 
port, at which O. 
Sam Cummings, 
Kansas City Life, 
Dallas, was the 
speaker on “Yes- 
terday, Today and 
Tomorrow — the 
Golden Age in Life 
Tnsutance.”’ G. 8; 
McCarter, Kansas 
City Life, Shreve- 
port, as president 
of the association, 
was toastmaster. 

Erick Gebsen, 
Pacific Mutual, pre- 
sented awards to 
agency. 

The association of Shreveport Feb. 11 
will have a panel discussion on recruit- 
The panel will consist of Erick 





Oo. Sam Cummings 


the leader in each 


ing. 
Gebsen, Pacific Mutual; F. F. Burrow, 
American National; W. W. Teekle, Lin- 


coln National, and E. A. Labry, Metro- 


politan Life. 


Discuss Selling New Man 
Oklahoma General Agents & 
Managers Club at its January meeting 
took up the third step in a program 
on the general theme of agency build- 
ing. Having previously discussed 
“Finding the Man” and “Selecting the 
Man” the January topic was “Selling 
the Man into the Business.” It was 
presented by a panel headed by L. 
Waring, Bankers Life of Des Moines, 
and including Homer Jamison, Equit- 
able Society, and Thomas Thach, Mu- 
tual Benefit Life. 


Shorb Speaks at Los Angeles 


Walter Shorb, assistant department 
service officer of the American Legion’s 
southern California division, spoke at a 
meeting of the Life Agency Cashiers 
Association of Los Angeles on National 
Service Life Insurance. He urged the 
cashiers to counsel veterans to continue 
their insurance, explained conversion 
procedure and suggested methods and 
times of conversion, as well as the type 
of policy to be taken. 


The 


Cup Presented to Evansville 


The Evansville General Agents & 
Managers Association at its last meet- 


ing was presented with a cup from the 


N.A.L.U. for outstanding work in 1945, 
The presentation was made by Lewis 
Petzold to Noble Ewing, the retiring 
president, and to B. L. Greder, the new 
president. 
Guertin to Speak in Detroit 

Alfred N. Guertin, actuary of the 
American Life Convention, will discuss 
standard non-forfeiture and valuation 


laws and their implic ations oe a joint 
luncheon meeting of the Associated Life 
General Agents & Managers and De- 
troit C.L.U. on Feb. 7. 


Milwaukee Managers Elect 
MILWAUKEE—Jack Windsor, state 
manager Connecticut General, was elect- 
ed president of the Milwaukee Life Man- 
agers & General Agents Association at 
the annual meeting. He succeeds Mau- 


rice C. Chier. Continental Assurance 
general agent. LeRoy F._ Bond, 
Acacia Mutual Life, and Clarence 
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Tost, Provident Mutual, are the vice 
presidents; Alfred Perego, Wisconsin 


National Life, secretary, and Clifford ¢. 
Raisbeck, Great Northern Life, treasurer, 


Name Committee Heads 

Committee chairmen newly appointed 
by the Life Insurance Cashiers’ Asso. 
ciation of Philadelphia are: membership, 
William S. Patterson, Penn Mutual: 
publicity, Joseph Hahn, Massachusetts 
Mutual; research, Regina Rooney, Great. 
West Life; edycational, Frank K. Wil- 
dermuth, Northwestern Mutual; junior, 
Miss Florence Knight, Pan-/ American 
Life. 

Vernon L. Occidental Life, 
addressed the group, stressing the im. 
portance of cooperation between the 
cashier’s department and the sales or. 
ganization and of service to policyhold- 
ers by telephone, correspondence and in 
person. 


Phillips, 


cca 
Johnson Named Vice-President 


Grant O. Q. Johnson, manager of the 
Indianapolis office of Mutual Life of 
New York, has been elected vice-presi- 
dent of the Indianapolis General Agents 
& Managers’ Association, succeeding 
Fitzhugh Traylor, who resigned. Exec- 
utive committeemen elected include Pau| 
M. Williams, Herbert A. Sloan and 
Claude C. Jones. 


Stewart Speaks in San Francisco 


Financial phases of agency operation 
were discussed by H. J. Stewart, vice- 
president and manager of agencies of 
West Coast Life, at a meeting of the 
San Francisco General Aa & Man- 
agers Association Monday. F. J. Curry, 
general agent Penn Mutual, ee on 
the plan to give new 
under the G.I. bill of rights. 


Leaders Banquet in Columbus 


Arthur Horrocks, public relations 
counsel of the Goodyear Tire & Rubber 
Co., was the speaker at a leaders ban- 
quet given in Columbus Friday night 
under the auspices of the Columbus Life 
Managers & General Agents Associa- 
tion. Two persons from each agency, 
one selling the largest volume and the 
one writing the largest number of lives, 
were guests. 


Council Speaks at Austin 


Essentials for success in life work, 
whether in office or field, M. D. Council, 
American National, told the Austin 
(Tex.) Life Agency Cashiers’ Associa- 
tion, include faith in the service of life 
insurance, loyalty to the company and 
office associates, and enthusiasm. En- 
thusiasm is contagious in all activities, 
he said. Enthusiasm for life insurance 
work rests upon love for people and an 
interest in their welfare. 


Contrast Two Sales Methods 
William Fisher of the Murphy & Mage 
agency of Northwestern 


spoke on “Package Selling” and S. I. 


Snortum of the Kellogg Van Winkle’ 


agency of Equitable Society on ‘“Pro- 
gramming” at a meeting of the Life 
Supervisors Association of Los Angeles. 


Th a 
Che advantages of each method as ap-/ 
plied to the training of new agents weft. 


cited, and it was suggested that the 
package sale naturally would lead to pro- 
gramming, even if only inferentially. 

At the meeting of the Minneapolis 
Cashiers’ Association, Ed Ryan, chief of 
the police department discussed the juve- 
nile delinquency problem. 


So. Bend to Salute Klusmeier 

William Klusmeier, veteran manage 
of Western & Southern Life at South 
Bend, Ind., is being feted in his city 
at a dinner Feb. 11 in appreciation of his 
services as chairman of all the wat 
bond drives for St. Joseph county. Pres 
ident Paul Hoffman of Studebaker Co. is 
to be master of ceremonies. ee 
Cramer, Northwestern Mutual general 
agent, is one of the leaders in making 
the arrangements. 


—__——— 
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Plus Stans 
Abound in 
New Statements 


(CONTINUED FROM PAGE 1) 

Assets stand at $591,110,377, an in- 
crease Of $48,682,677. Surplus was in- 
creased by $3,835,844 to $28,744,342. Pre- 
mium income amounted to $52,407,627 
and investment income $20,350,706, a to- 
tal of $72,758,333 which is $4,700,777 
higher than in 1944. The net rate of in- 
terest earned on total] assets was 
For 1944 the corresponding figure was 
3,58. 

In 1945 new life insurance amounted 
to $127,916,014, an increase of 18%. Only 
once in history has this record been sur- 
passed. 

The average amount of new business 
placed per full-time agent in 1945 was 
64% greater than in 1940. 





3.56. 


Insurance in force increased by $85,- 
988,299 to $1,381,547,564. This is the 
largest increase during any year in his- 
tory. 

Total payments to policyholders dur- 
ing the 100 years amount to $876,232,- 
449. ; 

Policy reserves and other funds held 


for the benefit of policyholders amount 
to $546,608,788 making a total of $1,422,- 
941,237. This is $230,955,824 more than 
policyholders paid.” 

“During the past year funds available 
for new investment have continued to in- 
crease,’ Mr. Fraser explained, “and bor- 
rowers have continued to pay off out- 
standing obligations rather than to seek 
additional financing. The downward 
trend in interest rates continues una- 
bated. Securities purchased at yields of 
better than 4% have been refunded at 
rates yielding considerably under 3%.” 

During the year Connecticut Mutual 
invested $14,437,553 in certain preferred 
stocks of public utility companies and 
some of the better known industrial cor- 
porations. The company also purchased 
certain commercial real estate for in- 
vestment, under the 1945 modification of 
the Connecticut investment laws. 

On the $167,874,974 of urban mort- 
gage loans outstanding there was no 
item of interest 30 days or more over- 
due; and on farm loans of $14,063,083, 
there were only two items amounting to 
$798, 








> work, 
Council, = 
Austin 
Associa §@ CONTINENTAL ASSURANCE 
» of life Continental Assurance assets at the 
ny and end of 1945 were $74,891,930, an increase 
n, En-§ of $12,727,003 for 
tivities, @ the year, president 
Surance Roy Tuchbreiter 
and an reports. Capital re- 
mained at $2 million 
and $720,148 was 
Is added _to surplus, 
increasing the total 
& MageG to $3,946,596. The 
al Life} ceneral contingency 
id S. l reserve was increas- 
Winkle Fed from $800,000 to 
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re JWG FE volume of insurance in force. The net 
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t South FEDERAL LIFE 
his Pr Federal Life’s paid ordinary life insur- 
de: ne ance in 1945 increased 26.8% over the 
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Pres- 
‘ Co. is group in force at the close of the year 
HL Was $99,019,000. The increase in ordi- 
geneil Nary in 1945 was nearly three times that 
In 1944, 
making Accident and health premiums in- 





XUM 


creased to $1,785,224, a very substantial 
gain. 

Net earnings for 1945 reflected, after 
setting aside over $104,000 for taxes pay- 
able in 1946, were $502,960, an all-time 
high. Assets increased to $23,709,329. 
Excluding real estate sold under con- 
tract and the home office property, real 
estate owned is reduced to $196,423, only 
8 of 1% of assets. Claim and other pay- 
ments to policyholders and beneficiaries, 
together with increases in reserve funds 
held for their direct benefit, amounted to 
$3,152,456. 


EQUITABLE LIFE OF IOWA 

President F. W. 
Life of Iowa, reports 
paid for during 
1945 totaled $73,- 
763,110, an increase 
of 30% and the 
largest amount 
written in any year 
since 1929. Insur- 
ance in force stood 
at $744,780,420, in- 
crease $50,526,076. 

Assets totaled 
$302,413,211, in- 
crease $24,365,980. 
Holdings of gov- 
ernment bonds in- 
creased by more FW 
than $30 million to 
$126,943,607. The 
continued favorable 
higher in 1945, due principally 
losses which totaled 249 for $551,817. 
For the entire period of the war 
such losses amounting to $1,242,207 have 
been paid. 


Hubbell of Equitable 
insurance 


new 





- Hubbell 


experience 
slightly 
to war 


mortality 
although 


557 


Equitable Life is now entering its 
80th year. 
GUARDIAN LIFE 
President James A McLain reports 
amounted to $624 million in Guardian 
Life. Assets were $208 million. 
Premium income was $19 million.. 
Guardian paid $5 million to bene- 
ficiaries, plus $4.8 million to living 


policyholders. 
Animated Advertising 


An illustrated method of reporting to 
policyholders the facts and figures of its 


operations has been undertaken by 
Guardian in newspaper advertisements 
which are appearing this week in 51 
cities. 

Figures representing the volume of 
premiums, investments, and beneficiary 
payments are illustrated by a series of 
sketches which together with text ex- 


plain in simple English the most salient 
points of the financial statement. 


KANSAS CITY LIFE 


Kansas City 
increase in 


Life 
busi- 


Every agency of 
showed a _ substantial 
ness last y ear, 


which was its 50th 
anniversary, Presi- 
dent W. E. Bixby 


reports. 

Gain in insurance 
in force of $54,317,- 
was the larg- 
ever, the total 
now being $609,- 
581,090. 

Assets were 
$170,160,406, an in- 
crease of $11,755,- 
rST. Government 
bond holdings were 
$92,560,916. Sur- 
plus to policyholders rose to $9,300,455. 

Payments to policyholders and bene- 
ficiaries totaled $9 million. 





Ww. E, 


Bixby 


MINNESOTA MUTUAL LIFE 


New paid life insurance of Minnesota 
Mutual Life for 1945 totaled $71,901,006, 
according to the report of President id ig 
A. Phillips. The largest previous year 
was 1930 when the total was $54,387,975. 
The increase in new paid business in 


1945 over 1944 is 36%. 
Living policy-owners were paid $2,- 


627,507, while death payments were 
$2,112,509.56. 

The gain in insurance force was the 
largest in history, $40,562,377, an in- 
crease of 13.2%, bringing the total to 
$347,261,356. 

Surplus and contingency funds of 
$6,782,487 stand at a new high. One 
contingency fund of $1 million is sub- 


stantially greater than needed to place 
reserves on a 2%% basis for all annuity 
policies and monies left under settle- 
ment options. 

Assets increased $6,778,749 to $77,066,- 
969. Net interest earned on mean 
ledger assets was 3.34%. 

War claim$ for the entire period of 
the war constituted 7.6% of all death 
payments. The larger part was due to 
battle deaths, as contrasted with the 
first war, when the greater portion was 
due to deaths from injuries or disease. 


MONARCH LIFE 

New paid for life 
arch Life last year 
an increase 33.2% 


insurance of Mon- 
totaled $15,100,709, 


of 33.2%. Insurance in force 


was $57,478,469, increase 27.6%. The 
mortality was the lowest in the past 
10 years. 

Assets were $14,562,628, surplus to 
policyholders, $3,423,387, increase $570,- 
810. 

Actual market value of bonds owned 


exceeded the book value by $316,967. 
Despite adverse factors the net rate of 
interest earned was 2.72% as compared 


with 2.68% the previous year. This was 
due to a decrease in investment ex- 
penses, as the gross rate was somewhat 
lower last year. 

Accident and health results were ex- 
cellent, new sales being the largest in 
any year in history. 

MUTUAL BENEFIT LIFE 

Mutual Benefit Life becomes a_ bil- 

lion-dollar company in point of assets, 


25 
in its 1945 statement. On Dec. 31 as- 
sets stood at $1,006,427,438. Insurance 


in force was $2,372,337,667. The billion 
dollar size was attained in the centen- 
nial year. 

The rapid growth of assets has oc- 
curred in the past 40 years. In the 
first 60 years it grew to be a com- 
pany with $97,793,727 of assets. In 
1915 assets were $192,719,518; 1925, 
$419,666,512; 1935, $586,791,179. 


MUTUAL LIFE 


The biggest gain in insurance in force 
since 1930, and the largest volume of 
new business since 
1938 are reported 
by President Lewis 
W. Douglas of Mu- 
tual Life. The gain 
to surplus, before 
dividends, was 
$40,368,000, an in- 
crease of $300,000. 

Policy loans de- 
clined 12%, surren- 
ders were down 
10%, and lapses 
were off 9%. 

Amount allotted 
for dividends is 
$14,834,000, an in- 





Lewis Douglas 


crease of $400,000. The 1946 scale is the 
same as for 1945. 
Surplus increased by $25,535,000 to 


$94,355,700. 
Benefits to policyholders 
dividends and to beneficiaries 
to $107,078,400. 
War death benefits in 


including 
amounted 


1945 amounted 


to $3,107,200 and represented 6.4% of 
the total, as compared with 4.5% in 
1944. For the entire war period Mutual 


These comprise 1% of total death’ bem 
efits paid in the same period. 

New insurance totaled $203 
gain of 6% over 1944. Insurance 


(CONTINUED ON PAGE 
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United Life and Accident 


Insurance Company 
Concord, N. H. 


Representatives Have Something Unusual to Sell 


Ask the man who owns a United Life and Accident 
lasurance contract which contains: 


2. Double Indemnity 

- Triple Indemnity 

Non-cancellable Accident Insurance 
. Waiver of Premium 


For Details Write 


WILLIAM D. HALLER 
Vice President and Agency Manager 
Concord, N. H. 








* 





Since /889 
HEAD OFFICE ‘WATERLOO, ONTARIO 


SPECIAL PLANS FOR SPECIAL NEEDS . Bg 
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Illinois Congress Annual 
to Be in Chicago Feb. 22 


The Illinois Fraternal Congress will 
hold it annual meeting Feb. 22 in the 
Morrison hotel, Chicago. . 

Due to war conditions, it was impos- 
sible for the congress to meet in 1945, so 
the officers held over. Joseph F. Sheen 
is president, Mrs. Margaret Gorman, 
vice-president; Russell H. Matthias of 
Ekern, Meyers & Matthias, secretary, all 
of Chicago. : 

The meeting will start in the morning. 


Bayer Elected President 
of New York Congress 


Walter Bayer of Polish National Alli- 
ance, Brooklyn, was elected president of 
the New. York Fraternal Congress at 
the annual meeting in New York City. 
Other new officers are: First vice-presi- 
dent, Rubyanna E. Koenig, Royal Neigh- 
bors; second vice-president, C. W. 
Rhodes, Workmen’s Benefit Fund; sec- 
retary-treasurer, J. E. Long, state man- 
ager Woodmen of the World, New York 
City. 

The executive committee includes 
Warren Benedict, Modern Woodmen, 
Ernest Deming, president Unity Life & 
Accident, Syracuse; J. H. Schmitt, Aid 
Association for Lutherans; John Lang, 
Independent Order of Foresters; Stanley 
Czaster, Polish Union; Ella Perkins, 
Woodmen Circle; Ralph Dare, Artisans 
Order of Mutual Protection 

Warren Benedict, legislative chairman, 
reported work on the new fraternal code 
for New York state which is being 
drafted in the insurance department. 

John Lang, the retiring president, pre- 
sided. Superintendent Dineen and Deputy 
Superintendent Bohlinger of New York 
were guests, as were Louise Patrick, 
seeretary-treasurer, Pennsylvania Con- 
egress, and Ernest Deming representing 
the New Jersey Congress as its presi- 
dent. The New York department men 
spoke and representatives of the other 
congresses extended greetings. Talks 
also were made by Walter Basye, editor 
“Fraternal Age,” and Arthur S. Hamil- 
ton, editor “Fraternal Monitor.” 





Arizona-New Mexico W.O.W. 
Elects at Glendale Rally 
The Arizona-New Mexico jurisdiction 


of Woodmen of the World held a two- 
day head camp convention in Glendale, 


Ariz., and elected new officers. Al- 
buquerque, N. M., was selected for 
the 1947 convention. 

Officers elected are: Don Breech, 
Portales, N. M., head consul (reelect- 
ed); James M. Roden, Phoenix, na- 


tional delegate; E. A. Bowers, Roswell, 
N. M., delegate-at-large; Jess Weed, 
Glendale, head adviser; B. L. Montoya, 


Albuquerque, head banker; R. P. Good- 
son, Phoenix, head clerk; W. M. Wal- 
ling, Albuquerque, head escort; Vincente 


Montoya, Las Vegas, N. M., head 
watchman; Ramon Vidal, Tucson, head 
sentry; Paz M. Leon; N. H. Rouse, 


Glendale; L. M. Snow, Yuma; Joe 
Rubalcava, Phoenix, and E. Moore, 
Tucson, head auditors; Jim Day, Phoe- 


nx. 1G. Worley, Clovis; and Jim 
Kiker, Portales, members of the law 
committee. 
No successor was named to Lina 
Shannon, secretary. 
= 


A.O.U.W. Congress Names 
Heineman President 


Kenneth E. Hines of West Virginia 
was elected past president and J. T. 
Heineman of Minnesota was named 
president of the A.O.U.W. Congress at 
the postponed meeting held recently in 
Chicago. Others elected were: Vice- 
president, Mrs. Helen O’Brien, Wash- 
ington; finance committee chairman, M. 
J. Boyd, North Dakota; law committee 
chairman, J. J. Mulready, North Dakota. 

This is the organization of the vari- 
ous A.O.U.W. societies which deals with 
their common interests. 





Ga. Conversion Bill Passed 

ATLANTA—The Georgia legislature 
passed an act which permits fraternals 
chartered under the laws of Georgia to 
convert into mutual or stock companies 
as may be elected. The measure sets up 
the procedure for conversion. 


C.J. Cover Makes 
Some Guesses as 
to Court Holdings 


(CONTINUED FROM PAGE 1) 





so as to extend to such acts the treat- 
ment accorded to the Sherman, Clayton 
and FTC acts. 

As to the section in PL 15 which de- 
clares that the business of insurance and 
every person engaged therein shall be 
subject to the Jaws of the states... , 
Mr. Cover predicted that the Supreme 
Court will adhere to its decision in the 
S.E.U.A. case even though, as an orig- 
inal proposition three and possibly five 
of the justices would have disposed of 
the case without concluding the consti- 
tutional issue. Assuming that a majority 
of the court is partial tuward state juris- 
diction, its decisions will nevertheless 
follow general principles having univer- 
sal application to all fields of interstate 
commerce. Insurance being interstate 
commerce will have to conform to the 
general rules applicable to that subject 
or otherwise the subject would soon be- 
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come honeycombed with special excep- 
tions and instances. 

This section cannot be applied as a 
delegation of power because to do so 
would effectively permit Congress to cir- 
cumvent the constitution, Neither can 
the section be applied as an adoption of 
state laws by Congress because to do 
so would in effect result in Congress 
enacting 48 different sets of laws with 
their administrative machinery to govern 
a subject of interstate commerce as to 
which uniformity is a cardinal requisite. 

The section may properly be given 
effect as a withdrawal of Congress for 
an indefinite time from the insurance 
interstate commerce field. This leaves 
the states free to legislate, subject only 
to the residual force of the commerce 
clause. The Supreme Court will stand 
by to apply the commerce clause when- 
ever called upon to do so, and the issue 
will always be whether the law or reg- 
ulation, under all the circumstances, 
effects interstate commerce and, if so, 


whether the effect is contrary to the 
essential purposes of the commerce 
clause to keep commerce among the 


states free and unencumbered. 
Protector of Constitution 


The Supreme Court will be mindful 
of the fact that Congress has declared 
that the continued regulation and taxa- 
tion by the states of insurance is in the 
public interest but it will not thereby 
abdicate its position as protector of the 
constitution. The court will likely say 
that Congress, by its declaration, could 
not have intended to deprive the com- 
merce clause and the court of their con- 
stitutional prerogatives but rather that 
the declaration was made with the 
knowledge and assurance that state laws 
and regulations would be held within 
bounds. Beyond this the declaration will 
relieve the court from the necessity of 
considering the unspoken intent of Con- 
egress relative to the field of interstate 
insurance commerce and thus the states 
will not be excluded from that field by 
the mere silence of Congress. 

The court will likely minimize the 
requisite of uniformity in interstate com- 
merce regulation and confine its function 
to the avoidance of invidious restraints 
and interferences through discriminating 
or hostile state laws. 

At one point in taking up the Robin- 
son-Patman act, he said that the crux 
of the matter is discrimination in price 
of commodity sold in interstate com- 
merce when the effect of such discrim- 
ination may be substantially to lessen 
competition or tend to create a monop- 
oly. Speaking from the standpoint of life 
insurance, he said this does not fit the 
situation of direct insurance which is 
sold to individuals not in competition. 
Reinsurance, he said, presents the only 
insurance situation to which this subsec- 
tion may possibly have any application. 

If reinsurance can be said to fall with- 
in the definition of a commodity, and 
if its discriminatory sale in any case 
were effected under circumstances such 
as to substantially lessen competition or 
tend to create monopoly, a case within 
the law would be presented. However, 
he was inclined to minimize this possi- 
bility. As to the FTC act, Mr. Cover 
said that opinions are diverse in life 
insurance circles. Some feel that legis- 
lation should be enacted which will go 
far as possible to pre-empt the field 


as 
to state control while others take a 
laissez faire attitude either because of 


despair of the power of the states to 
enact completely adequate legislation or 
a conviction that the federal government 
will not attempt to intrude the FTC act 
upon insurance. 
Comment by Bendiner 

In his discussion on Mr. Cover’s talk, 
Irvin Bendiner, Philadelphia, New York 
Life, expressed sharp disapproval of the 
number of tax suits being conducted by 
life insurance companies. He said he 
thinks the insurance business can and 
should keep itself out of the newspapers 
and out of the courts, that Congress, in 
his opinion, was very glad to turn insur- 
ance back to the states and asked oflly 
that the states and the insurance busi- 
ness get together and run themselves 


smoothly. A flood of court decisions, he 
said, is the quickest way to give Con. 
gress the idea that the states cannot 
handle the insurance business properly 
and he questioned whether, at least 
some suits may not have been started 
with an eye toward bringing about fed. 
eral supervision eventually. 

Mr. Bendiner also decried the at 
tempts of the life insurance business on 
the one hand and the fire and casualty 
business on the other hand to divorce 
themselves, He said the laws and court 
decisions make no distinction between 
any form of insurance and any attempt 
on the part of the insurance industry tg 
divide itself is dangerous and again jp. 
viting federal control. 


Hiller Again Sells Million; 
Second in Penn Mutual 


Walter N. Hiller of the Stumes & 
Loeb general agency of Penn Mutual 
Life in Chicago made his million of new 
paid business quite easily in 1945 and 
ranked second among all Penn Mutual 
agents in the United States. This ree. 
ord is outstanding in view of the fact 
that he was very active throughout the 
war period as a supervisor in the pay- 
roll savings division of war bond sales 
for the Treasury. 

He has been with Stumes & Loeb 
and Penn Mutual for over 20 years; has 
been a C.L.U. since 1931, and is a Life 
Member of the Million Dollar Round 
Table of the National Association of 
Life Underwriters. 


Conn. Mutual Agency Cup 
Goes to Omaha for Keeps 


For the third consecutive year the 4° 
Omaha agency of Connecticut Mutual 7! 
Life under Paul C. Kaul, general agent, 9 


has won the company’s top agency 
award, the President’s Organization 
Trophy. 


The trophy now becomes the perma- 
nent possession of the Omaha agency. 
This is the first time that an agency has 
won the twenty year old trophy for 
three straight years. The award is given 
annually for the best record in agency 
development. 

Runners-up, agencies and general 
agents, for the trophy were: Atlanta, 


P. L. Bealy Smith; Denver, Norris E 
Williamson; Los Angeles, Phinehas 
Prouty, Jr., and San Diego, Alpheus 


J. Gillette. 


Bill for Premiums as Tax Credit ~ 


WASHINGTON—Senator Langer, 
North Dakota, has introduced a bill to 
provide for allowance of premiums 
paid on not over. $5,000 life insurance 
as a credit against federal income tax. 

Rep. Elsaesser is author of a Dill 
to authorize payment of premiums on 
National Service Life and U. S. Gor 
ernment Life insurance at post offices. 
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Many 
Agent in Group Insurance 


Mr. Phillips suggested that the agent 
make a call and advise each or any of 


The possibilities for producers gen- 
erally in writing additional insurance Or 
other lines of business on group policy- 
holders were brought out by John G. 
Phillips, service_supervisor of the group 
department ot Equitable Society in its 
Kansas City office, in his talk at the 
meeting of the National Association of 
Accident & Health Underwriters in 
Wichita on “By-Products of Group In- 
surance.” He said he knew that many 
of the agents in attendance had never 
written any group business and might 
feel that they were not interested, but 
pointed out that the opportunities he 
was citing can accrue to the agent who 
has. never written a group, as well as 
to those who have. 


Group Is Good Entree 


With group insurance now in the 
“big business” class, not only as regards 
life insurance but also group hospitali- 
ation, accident and health, accidental 
death and dismemberment, and group 
annuities, he said that if there is any 
business organization or branch of a 
business in the agent’s community that 
has group insurance written by his com- 
pany, he immediately has a natural en- 
tree and a wonderful source of prospects 
—prospects who are already his com- 
pany’s policyholders. 


Help Solve Problems 


“In any of these locations, you can 
walk in, introduce yourself as your 
company’s local representative, a rep- 
resentative of the company that is priv- 
Fileged to underwrite their group in- 
‘surance, and offer to be of assistance to 
‘them whenever they have problems 
‘arsing from their group coverage. You 
»may not be able to solve all their prob- 
‘lems on the spot, but to be of service 
‘to them, you should know where they 
hcan have their questions answered 
promptly. Some matters can be taken 
up with your own local branch office; 
some matters can be taken up with your 
group department field men, and some 
will have to go to your home office. 
Different companies have different prac- 
tices as to where they keep the record 
of group cases. 


Need All the Facts 


“You can particularly render service 
to a group by seeing to it when they 
do write in for information about their 
group coverage, that they give all the 
facts in their letter. Frequently, we 
receive a letter or a postcard stating: 
‘lam about to terminate my employ- 
ment, at such and such a group. How 
much will it cost me to continue my 
group life insurance?’ We must write 
back and say: ‘How old? How much 
Insurance? What kind do you want, 
ordinary life, 20-pay, etc.?? ‘How do 
#you want to pay your premiums, annu- 
#ily, semi-annually, etc.?? An active 
agent on the spot could easily handle 
these questions, and even if he couldn't, 
he could see to it that the letter con- 
tained all the necessary information so 
What the group office could give the 
Proper answer.” 


Questions of Coverage 


The agent can build prestige for him- 
self and come to be looked upon by the 
stoup as their “insurance man” by giv- 
mg service and answering the many 
questions that arise about when a per- 
son is or is not covered. Questions of 
that sort which frequently come up are: 
Are my dependents covered under 
hospitalization?” “Can I collect acci- 
dent and health when I’m off because 
of an occupational accident?” “Am I 
Covered when I’m in a Veterans Hos- 
pital?” These questions usually are an- 
Swered in the booklet which is given 





a 












3 b 





fo group policyholders, but the agent, 
eing more familiar with insurance 
terms, frequently can give answers that 
a4 layman cannot find. 














the employes, from the boss to the 
janitor, that because they are his com- 
pany’s policyholders, they are entitled 
to his insurance survey service. ‘“Re- 
gardless of what coverage they have, it 
is still a fine door-opener for you to 
discuss a man’s complete insurance 
program and, of course, an opportunity 
to recommend additional insurance for 
needs that he does not have covered.” 


Accident-Health Terminations 


While all group life insurance can be 
converted within 31 days after termina- 
tion of employment, with no medical 
examination required, most group writ- 
ing companies do not provide for the 
continuance of group accident and health 
after the insured terminates his em- 
ployment. However, by contacting 
groups in the agent’s community where 
his company has accident and health in 
force, he should be able to obtain from 
them each month a list of the employes 
who have terminated their employment. 
This list, he said, certainly should be 
prized as a splendid prospect list for 
individual accident and health policies. 
Many agents, by properly servicing 
groups, have arranged to secure each 
month a duplicate list of the insured 
reported to the home office for termina- 
tion. 


Supplementing Group Annuity 


“For those of you who write retire- 
ment income and annuities, where there 
is a group annuity you have an excel- 
lent door opener to discuss the value 
and wisdom of augmenting that group 
annuity income with an individual re- 
tirement income policy. I know of one 
place in Kansas City where an agent, 
not with the Equitable, followed up the 
sale of a group annuity case and sold 
between $40,000 and $50,000 retirement 
income to the better paid individuals in 
that company, on this basis. ‘You will 
get $40 to $50 a month from this group 
annuity and $40 to $50 a month from 
social security. With this retirement 
income policy you can augment these 
incomes and give yourself a_ liveable 
retirement income,’ ” 

Of course, the man who sells a group 
has a splendid opportunity to secure 
information that will help him qualify 
the employes of that group as prospects 
for individual business. The acceptance 
cards that pass through the agent’s 
hands show the name and age of each 
employe and if life insurance, his benefi- 
ciary. About 50% of the group plans 
are set up on a basis where the benefits 
vary in accordance with earnings. In 
these cases the agent knows the salary 


bracket of each employe. If it is a 
group annuity, he knows the exact 
earnings of everyone. If there is de- 


pendent hospitalization, he also gets 
the names and ages of employe’s wife 
and children. 


Contact Top Employes 


“To sell group you must get to the 
top executives of the company. To in- 
stall it you must deal with the key men 
and department heads and since selling 
a group and installing it is something 
that can’t be done in one interview (it 
takes several and sometimes many) you 
have a good opportunity to know well 
the top employes. What a wonderful 
opportunity it is to spot a key man and 
sell key man insurance, partnership in- 
surance, or a stock purchase plan at 
a later date. 

“How easy it is when you are filling 
out the group life insurance acceptance 
card for the top man to say, ‘Should 
this life insurance be included in your 
partnership agreement.’ Or, ‘Should this 
insurance be tied in with the firm’s busi- 


‘ness insurance?’ A very natural opening 


for both of these subjects.” ; 
Many outstanding producers attribute 


their success in personal production to 
their prospecting methods. “Where else 
could you have better entree to a gropip 
of wage earners or where else could 
you find a group of men under one 
roof about whom you have more in- 
formation?” Mr. Phillips asked. ‘“Con- 
‘tacting and servicing a group is profit- 
able and, of course, when you sell it 
and service it it is doubly profitable.” 


The possibilities in the insurance field 
for returning servicemen, both as 
prospects and as prospective agents, 
were reviewed by D. T. Stuart Walker, 
Philadelphia manager of Mutual Benefit 
Health & Accident and United Benefit 
Life. 

Mr. Walker declared that the sales 
procedure of the future in that field 
will be dominated by the influence of 
the 14 million veterans of the second 
world war and that any salesman who 
is going to service this market must be 
familiar with the veteran’s viewpoint, 
his National Service Life Insurance ben- 
efits and his hospital, disability and 
pension rights. He referred to several 
booklets on that subject, including one 
published by the Diamond Life Bul- 
letins, entitled ‘When the War Is Over 
for You.” 


Must Provide Own Security 


These boys have been accustomed to 
economic security in their military life 
—they must now provide their own. 
The returnee will be assured of hospital 
care through Veterans Administration 
facilities but will want to assure con- 
tinuity of income for himself during 
disability and hospital protection for. 
his family. With his National Service 
Life Insurance already provided on an 
unusually economical basis, - disability 
protection is his most obvious and cry- 
ing need. 

He said many of them had walked 
into his office unsolicited and inquired 
about protection. This means that there 
are lots of new buyers in every neigh- 
borhood who have no regular insurance 
man. They are easily approached and 
it is a challenge to the agent to act 
promptly. 


Can Select Life Work 


In taking up the returning veteran 
as a prospective agent, he said the 
serviceman has a unique opportunity, 
in that he can select his life’s work, 
with the maturity beyond his years 
that war brought, and agency heads 
should help him make the most of it. 

In regard to the “training on the job” 
provisions of the G.I. bill of rights, 
he said the matter was first brought to 
his attention when one of two young 
servicemen that had been taken on 
by his Allentown supervisor called at 
his office to ask Mr. Walker to approve 
his getting $75 a month from the gov- 
ernment. He had already been in touch 
with the Veterans Administration office 
in regard to it. Mr. Walker inquired 
how much work or responsibility would 
be involved on his part, stating that he 
was rather fed up on government re- 
ports and also understood that an or- 
ganized academic training program was 
needed to qualify. 


Procedure Is Simple 


The applicant said he had been told 
that the usual introductory supervision 
would suffice and that the only thing 
required was to put the office on record 
at the Veterans Administration as being 


willing to consider the employment and 
training of veterans. This was con- 
firmed later by a V.A. representative, 


who made the whole thing sound even 
simpler, Mr. Walker said. 

He urged any who might be in- 
terested to get in touch with the nearest 
veterans office and verify how little 
is necessary to qualify as a “selected 
business or industry for study or prac- 
tical experience and training,” under 
which veterans will be referred to the 
office, or it can hire others than those 
referred, with the veteran drawing 
anywhere from $65 a month up, from 
one to four years, depending on service 
and family status. He said that under 
this plan both the manager and the 


agent have a better chance for his suc- 
cessful introduction into the business, 
as it bridges that first critical year or 
two. 

He warned, however, against any 
slackening of selection in that connec- 
tion and said that otherwise the result 
will be to help a lot of men who are 
only interested in qualifying for this 
benefit. 


Strong Clientele Can 
Be Built Through 
General Insurance 


From an agency where it has been 
known to succeed, comes the sugges- 
tion of life agents acting as brokers 
for general insurance in order to build 
up stronger ties with their policyholders 
and open up a wider field of prospects. 

That such a system must be handled 
with discretion is obvious if the agency 
is to remain a strong volume producing 
life agency, but since it is argued that 
a great proportion of the agents hold 
broker’s licenses and sell general in- 
surance through the back door, giving 
their business to someone else, the idea 
that it should be channeled through a 
center office from whence it is distrib- 
uted, might seem to be in order. 

Also it must be emphasized that the 
general insurance business is merely 
incidental and for the purpose only of 
enlarging and strengthening the life 
sales. 

In the agency referred to, the system 
has been employed for five years with 
great success and has now reached a 
level where it provides a small profit 
for the agency. At first, it barely paid 
for itself, but at the same time it gave 
the agents a great deal of confidence, as 
they were selling something all the time 
and continually adding to their list of 
prospects. 

It was pointed out by the manager 
that the average life agent cannot ex- 
pect more than three to five sales a 
month, often less, and under this system 
as he picks up a small business and 
sees his prospects several times yearly 
actually he takes hold of their entire 


insurance program and builds up an 
ideal clientele. 

Moreover, this enables the agent to 
start collecting on his efforts sooner, 


the claim being that he can achieve a 
position in three years under this sys- 
tem that would take five to ten years 
under the average agency plan. 

The most serious objection to this 
would be the agent might de-emphasize 
his life efforts in order to get quicker 
returns from the general busines. There- 
fore, the program must be handled with 
extreme care, and the man must be 
trained primarily as a life insurance 
agent with the thought in mind of using 
the general insurance business as an aid 
to his regular business. 

The agency which uses this system 
finds that its agents do not solicit gen- 
eral business except as a part of their 
life prospecting. 


Prudential Group Assignments 


Prudential in the Detroit group sales 
office has assigned Charles W. Knowles, 
home office representative, to group 
sales, and William E. Reid, home office 
représentative, to the handling of group 
claim matters there, also Willett K. 
Boger, service representative, has been 
transferred from the home office to han- 
dle all service work in the Detroit. group 
territory. At Cleveland Charles lI. 
Holden has been appointed home office 
representative for group sales. 

Similar duties have been assigned to 
Russell R. Coburn at Cincinnati, with 
David K. Willard to handle all service 
activities in that territory. Herbert T. 
Conklin, home office representative, will 
specialize on group claim duties at Cin- 
cinnati. 

Service work in Milwaukee has been 
assigned to Sten Johnson, while Darwin 
W. Dillon will specialize in the same 
duties in Philadelphia. 
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(CONTINUED FROM PAGE 25) 
force increased $76,366,500, to $3,789,- 
753,700. 

Government bond holdings were $945,- 
143,600 or 52.6% of assets. Public utility 
bonds were increased by $11,800,000 to 
$275,400,000, industrial bonds were 1n- 
creased $28,800,000 to $157,900,000. Mu- 
nicipals are down to only $175,000 and 
railroad bonds were reduced $33,450,000 
to $7,300,000. 

Preferred stock holdings increased 
from $15,600,000 to $27,600,000. Secur- 
ities liquidated in 1945 resulted in net 
gain of $14,378,500. 

Assets are $1,798,385,011, 
of $80,746,223 for the year. 


an increase 


OHIO STATE LIFE 


Ohio State Life new paid-for pro- 
duction in 1945 was $17,698,980. This 
was a gain of 18%. It is by far the 
largest production in history. Gain of 
insurance in force was $12,263,144 as 
compared to $9,685,651 the previous 
year. Insurance in force is $147,232,867; 
assets $35,688,412 and capital surplus 
and voluntary contingency reserves are 
$3,699,317. The assets are greater by 
$3,627,215 and contingency funds in- 
creased $577,299. 

The mortality rate was comparable to 
the 10-year average, including war 
deaths which constituted more than 
14% of the total mortality. 


OLD LINE LIFE 


Old Line Life at Dec. 31 was over 
the mark of $100 million of life insur- 
ance in force. The total was $100,883,- 
929. The accident and health department 
had the largest premium income of any 

year, 

In addition to paying shareholders 
two extra dividends of 11%4%, all of the 
remaining reserves required for past 
service credits under the employes’ re- 
tirement plan were set up; a new re- 
serve in the amount of $125,000 was 
created to cover fluctuation in mortality 
and interest; and $113,589 was added to 
unassigned surplus. 

Assets increased $2,113,898 to $31,- 
206,262; life insurance in force increased 
$5,78,347; new paid life insurance showed 
a gain of $1,693,606 compared to 1944. 
Payments to go ae and benefici- 
aries, during 1945, amounted to $1,- 
778,131. 


UNION CENTRAL LIFE 


Surplus and special reserves of Union 
Central Life last year increased $2,902,- 
363 and now 
amount to $19,546,- 
582, President W. 
H. Cox reports. 

New sales on life 
plans totaled $81,- 
199,003, an increase 
of 14.6%. 

Life insurance in 
force increased 
$37,063,310. Total 
business in force 
was $1,417,166,814, 


of which $1,221,- 
130,193 is on life 
plans. W. H. Cox 


Total paid policy- 
holders and beneficiaries in 
$35,036,281. 


1945 


was 


PHOENIX MUTUAL LIFE 


Assets of Phoenix Mutual Life in- 
creased $28,698,000 to $386,044,000. This 
is a larger gain than in any previous 
year. 

New insurance totaled $52,319,000; in- 
surance in force increased by $31,542,000 
to $814 million. 

Only 1.6% of insurance in force at the 


‘beginning of the year went off the books 


for any reason except death or maturity. 
This is the best record of persistency in 
history. 

Government bond holdings total $146,- 
324,000 or 38% of assets. City real es- 





tate owned amounts to but $89,000 and 
farm properties $4,053,000. 

Mortality experience was very favor- 
able. Management expenses were lower. 

Insurance, annuity, and disability re- 
serves were increased $2,276,000 from 
earnings; contingency reserve was upped 
$785,000 and surplus was_ increased 
$2,108,000. 


WISCONSIN NATIONAL LIFE 


Wisconsin National Life reports its 
life insurance in force at $59,095,674 
which is an increase of nearly $54 
million. The gain was the largest in 
any year in history. Assets now exceed 
$14,200,000 which is an increase of about 
$1 million. 


Read Orders 44-Hour 


Week for Okla. Examiners 


Commissioner Read of Oklahoma has 
issued a letter to examiners represent- 
ing the Oklahoma department, calling 
attention to the rule requiring that any 
person holding a certificate of author- 
ity to participate in the examination 
of. an insurance company, must work a 
minimum of 44 hours each week, pro- 
vided the company office will permit. 
Where the company hours permit, the 
Oklahoma examiner must work from 
8 a.m. until 5 p.m. with one hour (not 
two hours) off at noon. 

In the past, some commissioners have 
criticised the per diem and expense ac- 
counts of examiners, Mr. Read ex- 
plained, stating “This department has 
not, but we do believe that many exam- 
iners do not apply themselves to the 
task as they should, and that it is more 
important to give a full day’s work for 
whatever amount is charged than to 
argue over the dollars per diem or dol- 
lar expense account charged.” 

Mr. Read is secretary of the insurance 
commissioners association and chairman 
of its committee on examinations. 








Convert Franchise to Group 
LANSING — Several insurers whose 
operations under so-called wholesale or 
franchise A. & H. plans were outlawed 
by Commissioner Forbes’ recent opinion 
to the effect that such programs are dis- 
criminatory under Michigan law, have 
filed master contracts indicating their 
intention of continuing such coverages 
in conformity with the. group law. 
Under the code all basic group policy 
forms must be filed with and approved 
by the department although the state 
has no rate control. Mr. Forbes said he 
has no information as to whether the 
policies carry the same premiums as the 
former franchise and wholesale plan 
policies. He said no one has indicated 
any disposition to contest the ruling. 
Mr. Forbes cited the writing of whole- 
sale or franchise plans to cover syn- 
thetic groups consisting of the residents 
of a single apartment house or the em- 
ployes of a certain division of office of 
an industry, without employer participa- 
tion. To allow reduced rates for such 
“groups,” he maintained, is out of order. 





To Study Hartford Development 


Howard Goodwin, vice-president of 
Phoenix Mutual Life; Charles S. 
Kremer, president of Hartford Fire; 
Guy E. Beardsley, vice-president of 
Aetna Fire, and Berkeley Cox, associate 
counsel of Aetna Life, are the insurance 
representatives on a Hartford Develop- 
ment Commission of 28 members ap- 
pointed by Mayor Moylan to study 
problems relating to Hartford’s future. 


Meet with Trust Men Feb. 5 


A meeting has been called for Feb. 5 
in New York City when the National 
Association of Life Underwriters com- 
mittee for cooperation with trust officers 
will meet with the American Bankers 
Association trust division. The Amer- 
ican Bankers Association mid-year con- 
vention will he held in New York at 
that time. Paul Conway, John Hancock, 
Syracuse, is chairman of the insurance 
committee. 





Ben Block Completes 1,350 
Weeks of One-A-Week 


Ben Bloch of Equitable Life of lowa, 
Peoria, has completed 1,350 weeks jp 
the One-a-Week Club. He is the sok 
remaining charter member of the club 
which was founded in 1918. At that 
time he already had a personal recop( 
of 125 weeks. 


Dr. Fishbein to Speak Feb. ]§ 
to Illinois Federation 


Dr. Morris Fishbein, editor of th 
“Journal” of the American Medical As. 
sociation, will speak at the annual meet. 
ing of the Illinois Insurance Federg. 
tion Feb. 19 at a luncheon in the Palmer 
House, Chicago. His subject is “Medi. 
cal Care in the Post war World.” 





Insurance Faker 
Escapes Prison 


Jake Max Landau, insurance ghov 
who victimized hundreds of widows, ha 
escaped from the state penitentiary at 
LaGrange, Ky. 

A clever swindler who has used Scores 
of aliases, Landau cheated hundreds oj 
women in Kentucky before apprehen. 
sion and conviction in June, 1944. His 
scheme was to watch death notices ip 
the press, then call on the widows ané 
pretend their late husbands carried in. 
surance policies with his company bn 
which required the payment of a sum 
of money ranging from $9 to as muchas 
$400 for the purpose of searching and 
clearing the records or for paying in 
heritance tax on the amount of money 
his victim was about to receive from 
these non-existent policies. 

He was exposed by the Kansas City 
Better Business Bureau. 











Indiana Tax Case to Go to U. 5S. §) 


INDIANAPOLIS — Prudential wil 
appeal its case involving the constitt- 
tionality of the premium tax levy in In. 
diana. In the trial court the law was 
ruled invalid but, upon appeal, the Ind 
ana supreme court reversed this dec 
sion, holding the tax measure constitt- 
tional. The state court paved the way 
for the appeal by denying the companys 
petition for a rehearing. William 6 
Davis, attorney for the company, at- 
nounced that appeal will now be taken 
to the U. S. Supreme Court. 

Under the Indiana statute a 3% tax i 
imposed on net premiums collected i in 
the state by out- of- state companies. As 
companies domiciled in Indiana are not 
subjected to a similar tax, the basis of 
the suit is that the law is discriminatory. 





Parris Sets Bankers Natl. Record 


George E. Parris, general agent it 
Philadelphia for Bankers National Lilt 
of New Jersey, has been made chairmat 
of the company President’s Club. , 

For the 18 month period ending # 
December, Mr. Parris had a first-yeat 
premium credit of more than $69,000- 
an all-time personal producers record, 

Mr. Parris, who joined Bankers 
tional Life in 1940, also led in 1942 ani 
1943, He has been a member of tit 
Million Dollar Round Table for the pat! 
three consecutive years. 





Community Property Discussion 


Harry C. Weeks of the law firm of 
W eeks, Bird & Cannon addressed @ 
evening meeting Monday of the Trust 
Council of Forth Worth on “The St 
preme Court Decisions in the Commi 
nity Property Estate Tax Cases.” He 
was a member of the committee of the 
Texas Bar Association that prepa 
and argued the constitutionality of 
1942 amendments to the estate tax ‘ 
in the companion cases recently decid 
by the Supreme Court. The speaker # 
the Trust Council meeting last mom 
was from the same law “firm as ‘is 
Weeks—Frank B. Appleman. He 4 
cussed the 1945 revenue act. 
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“Ph. D.? No... but it’s nearly 
doubled my income!” 

















A Ph. D. Degree is certainly an asset, but to a life insurance man 
definite, immediate assurance of increased earning power can come 
from a diploma from the Atna Home Office Life Insurance School. 


It marks him as a professional. It means he has completed a practical 
course in life insurance... has been taught by successful salesmen 
with straight, specific, usable information. 


It takes five weeks of hard, thorough work. But for the sake of a 
successful, independent career the men who go through this school are 
ready and eager to work hard. And remember, when through, they 
can put this new knowledge to work immediately. 


Instruction is largely informal. Instructors don’t 
The Aetna Home Office Life Insurance School is open to all Aitna “an cor at — eae from the shoulder. 


salesmen and others interested in making a successful career in life In actual — sessions, you learn by doing. 
) 


insurance. For more details, see the nearest A2tna Life General Agent. This School has one sole purpose . . . helping you 
earn more money. 


KNOWLEDGE IS POWER = EARNING POWER 


AETNA Home Office LIFE INSURANCE SCHOOL 


Affiliated Companies: 
ZETNA LIFE INSURANCE CO. ETNA CASUALTY & SURETY COMPANY 


AUTOMOBILE INSURANCE COMPANY 
See ee ee STANDARD FIRE INSURANCE COMPANY 





